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NEW TUBULAR STEEL patent pending. Here's the 
TUBULAR STEEL HAMMER that's built to take it 
and swings like hickory. V & B's time tested standard 
head with tubular handle shaped just il ke 

hickory plug adds strength and resilience 

natural rubber shock-absorbing grip 





ALL STEEL —For the roughest, hardes st oe tti ing work 
a hammer will ever have to do. Solid g- 
tempered handle. Available with genuine leather 

or shock absorbing natural rubber grip 


| AU GHA ann DtUM | 
VANADIUM HICKORY HANDLED — Built for sales. For 
: 40 years the accepted standard. The handle is of selected 3 
I second-growth white hickory . . . straight grained, well 














t seasoned, of proper weight and balance 
9 > A CLAW HAMMER FOR EVERY MAN'S NEED... al! with V & B's famous 
: built-in balance to lessen fatigue. Stock “all 3" and watch your hammer sales . © d 
* zoom! “All 3” are built by master craftsmen to the rigid V & B standard. Sell 
VAUGHAN & BUSHNELL > the V & B standard of excellence recognized: by all trades. Sell the standard of 
MANUFACTURING COMPANY ; performance set by V & B for over 88 years. 
135 South LaSalle Street bd 
CHICAGO 3. ILLINOIS * Everyone agrees ‘it always pays to buy a good tool’ . . . like these Vaughan 
msi -* hammers. 











One of Master's famed “Secret Service” series . .. combining 
the two most important principles of padlock security: 
LAMINATED CASE CONSTRUCTION, stronger than a solid block of steel. 


BRASS CYLINDER, PIN-TUMBLER LOCKING MECHANISM, acknowledged 
superior design and construction. 


You can offer your customers no finer padlock protection 
than a Master “Secret Service.” 


Ask your wholesaler. 


CHICAGO 3, ILLINOIS 





PIN-TUMBLER SECURITY 


... finest known 
to lockmaking. 
Phosphor bronze springs, 
nickel-silver pin tumblers 


assure long, trouble-free 
service. 


Master Jock Company. Milwaukee 45.Wis. (Jouwld4- Largest Padlock Monupadtiinons 
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Send for your FREE 


LOUISVILLE SLUGGER BATS 


H & B is proud to announce the addition of the 
authentic personal models of Gil McDougald, 
Hank Aaron and Roy Sievers to the autographed 
No. 125 Louisville Slugger “blue ribbon’’ assort- 
ment. Remember in Softball, too, Louisville 
Sluggers are first choice with nineteen splendid 
softball bat models. 


H& B CATALOGS for 1958 


LOUISVILLE GRAND SLAM GOLF CLUBS 


Louisville Grand Slam irons are forged from 
STAINLESS STEEL—the premier metal for iron 
golf heads. Center-Power construction concen- 
trates the weight directly behind the hitting area. 
Grand Slam woods are handsomely finished and 
have that head-power feel for which they are 
famous 


They’re READY NOW! 


The Louisville Slugger and Louisville Grand Slam Catalogs contain complete information 


and specifications. They measure 81/,’"x111/4” and both are produced in full color. Estimate 


your quantity needs and reserve your copies now. Write Dept. HW-8. 


Hillerich & Bradsby Co., Inc., Louisville, Kentucky 


MILLE Sly 
"pats Mp 
HILLERICHE BRADSBY C° 


Suis yt Xe 


GRAND 
C71) > ——a 


Golf Clubs 


GRAND SLAM 
Golf Clubs 
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GARDEN TOOLS 


Garden Hoe #7 









SpadingFork#ils Designed after years Dandelion Weeder #03 


! 
of consumer research! SS 





Garden Rake #64 


oe — 


e Distinguished, stand-out golden, ee ee 
forged steel heads. Sprinkler Head #3 

Hoe #4 »« New smooth grain hardened ash 
wood handles - preserved for extra 
durability and wear. 

e Complete line of 109 scientifically 
balanced tools...styled as your 
customers have requested. 





Wonder Weeder #WW2 


For immediate or future delivery of U. S. Stee/ garden too/s — 
contact your hardware or nursery jobber. 


UNITED STATES STEEL PRODUCTS 


5100 Santa Fe Ave., Los Angeles, Calif. - 1849 Oak St., Alameda, Calif 
DIVISION OF 


UNITED SS 7es ££ Ss. S87 8 Et 
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Individually labeled balls 





ALL-PURPOSE COTTON 


SEINE CORD 


ART. 533 












AVAILABLE IN A VARIETY 
OF PLYS AND PUT-UPS 


SEINE CORD 
18 PLY 


6 OZ. - 440 FEET 


1 ib. skeins—6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


2 oz. balis-—6 thru 24 ply 
Put-up in S ib. pkgs. 


4 oz. balis—6 thru 48 ply 
Put-up in 5 Ib. pkgs, 


8 oz. balis—6 thru 72 ply 
Put-up in 5 Ib. pkgs. 


1 Ib. balis-—18 thru 72 ply 
Sold in bulk 


only paul SEINE CORD 


is labeled for you and 


your customers identification 


Each ball labeled as to weight, ply, feet per ball. 


Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping Starter Rope 





Wood Giue Jump Rope 

Braided Nylon Line Mop Heads 

Seine Twines Wrapping Twines 

Seine Cords Kitchen Lines : 

Trot Lines Express Twines Orders of $50.00 or more, freight 
Staging Chalk Lines prepaid. Orders of less than $20.00 
Venetian Blind Cord Parcel Post Twines f. 0. b. Mill, Lawndale, N. C., Van Nuys, 
Sash Cords Polished india Twines Calif., Marietta, Minnesota, Dallas, Texas, 
Clothes Lines Piastic Ciothes Lines or Waynetown, Ind. Orders of $20.00 to 
Mason Lines Jute Twine $50.00, freight allowed to $1.00 per cwt. 
Fishing Lines Nyton Casting Lines 


Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery. 


Cleveland Mills C 
corsoveveo ves Gleveland Mills Company ............. 


14346 Bessemer St., Van Nuys, Cal. + Marietta, Minn. »- 3104 Gaston Ave., Dallas 26, Texas + Waynetown, Ind 
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How's Business ? 


It is a definite habit today among business people to greet 
other business people with: “Hello, how do you find business? 


Sometimes it seerns to me that the person asking the question 
is hoping that the one answering will say that business is poor to 
make him feel that his own poor business is not of his own doing 
but a general trend. This satisfaction should not be too comfort- 
ing when the store’s books show a profit decrease over previous 
years or a substantial loss. 


Actually it doesn’t seem to be too important to know what 
general business conditions are for a retailer as much as it would 
be for a dealer to concern himself with his own immediate prob- 
lems. For example, how many people pass through your door 
every day? Is the traffic dropping or increasing? Are you trying 
to figure out ways of increasing this traffic? What is the average 
amount of sales per customer? Is this increasing or decreasing? 
What are you doing to try to increase the sales per person? What 
are your sales per square foot of selling area in your store? Are 
you trying to increase it? What is the amount of sales per each 
sales person in your store? Have you done everything you can 
to increase this? Have you considered all the various methods 
of operating a store that might bring an increase such as credit 
plans, special services, new departments, changes of departments, 
new systems, and improved selling techniques? 


It is important, of course, to know something about business 
trends so that your buying and planning will not be too far afield. 
But in the last analysis if you concentrate your efforts on doing 
everything within your ability to go after business in the spirit 
of the relentless pioneers who plodded on despite adversities, you 
will find that business is what you make it. 


jit Cllr. 
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STANDARD 
MODEL 
No. 2 
Family Size 


ory 


— 


3 CUTTERS 
for coarse, medium 
and fine chopping 












ardware Week Special! 


UNIVERSAL 


SELF-SHARPENING 


FOOD CHOPPER 





a | 
nn 
<r } 
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Take advantage of this very special price on the 

most popular food chopper ever made to boost 

your Hardware Week sales! Only a limited quan- 

tity available, so be sure you order now to cash in 
| on this special offer! 


®@ Big hopper, chops 2% lbs. a minute 
@ Easy to set up, easy to clean 
@ Solid cast iron construction 


Regular Price ......... $4.95 
Hardware Week 
Special Price . 





Consumer Saves 














Case Lots (6)...... $2.82 
This Offer Expires April 15, 1958 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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There’s just one sure way to increase file sales 


Stock the most wanted styles 
of the best known files 








MILL BASTARD — 4, 6, 8, 10 and 12 inch, single-cut. For many 
sharpening cpplications, finishing brass, bronze, steel. Also for lathe 
work and drawfiling. Good general-purpose finishing file. 





OF Ce A AO A RNR Lee 


TAPER — SLIM, EXTRA SLIM, DOUBLE EXTRA SLIM — 5, 6 and 
7 inch, single-cut. For sharpening hand saws with 60° angle teeth. 
Can be used for hand and machine filing. 


ROUND SMOOTH DOUBLE-CUT CHAIN SAW — 8” x 3/16", 7/32", 
1/4", 9/32", 5/16" and 3/8”. Smooth, velvety, chatter-free file 
for round-hooded chains. 1/4” generally most popular. 


FLAT BASTARD — 8, 10 and 12 inch; HALF ROUND BASTARD — 
8, 10 and 12 inch; ROUND BASTARD — 6, 8, 10 and 12 inch. All 
double-cut. For stock removal on metal and other materials where 
finish is not important. For finer finishing, specify same size files in 
Second Cut and Smooth Cut 


HALF ROUND WOOD RASPS — 8 ond 10 inch. For use on wood 
and other relatively soft substances requiring fast stock removal 


HANDY FILE — 8 inch. Single-cut on one side for sharpening and 
smoothing. Double-cut on the other for fast stock removal. Has 
distinctive orange-colored handle shaped to fit the hand. Handle 
also has hang-up hole 


a . ° me es we snes ae “ RE A se HOR mmo 


ROTARY MOWER — One of the fastest-selling files of all time. 
Designed to sharpen rotary lawn mower blades exclusively. Opens 
a big new file market. Comes in attractive plastic case. Handle has 
convenient hang-up hole. 





These are the styles most customers need. Nicholson and Black Diamond are the brands 
they want. Feature these brands and these styles. Get fastest turnover—and full profit. 
Keep a balanced stock on hand. Order the types you need from your regular wholesale 
distributor. He'll see that you get fast delivery. 


4% 
ceOtt, NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND ey p 


~) 
* i s.a.* 


In Canada Nichotsor File Company of Canada Lic . Port Hope. Ontario 
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Complete Selection of Watering-tools 


SS 








5-Year Warranty 


on top sellers... 








All-in-1 Set 


4 individually adjustable 
sprinklers, Siamese, Couplings 
and Caps for do-it-yourself 
sprinkler system at only 
$8.89 List—sells hose, too! 








Free Goods 


Pistol-Grip Nozzle 
($1.50 Seller) FREE 
for every 3 Warranty 
Cards bearing 


dealer's name. 


*Tell us where to 





Cash Cart 


Profit-Boosting 
Merchandiser/Assortinent 
—proved through two 
years, repeated by 


dealer-demand. 


our promotion... 
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Program that on you! 


Ss, OTe Ss. 


to meet every need, any price! 


Ss 










Economy Nozzle en, “Bubble” Cards 


All brass with colorful collar Hose Accessories in choice of 


and replacecble packing — individual pilfer-proof cards 


only 85c List or display boxes. 








Promotion in YOUR area 





COLOR ADS 5 FEATURING — 


in national magazines premium-offer ALLENCO CPRINK 


aimed to sell ALL available only —— 





your garden stock 





PLUS newspaper through — DISPLAYS 
ads where declers PLUS ads in Bunting that bring ‘em in and ring 
stock ALLENCO System PLUS... your Cash Register! 


order from your jobber NOW! W. D. ALLEN MFG. CO. 


Room 500 Allenco Bidg. 
566 W. Lake St. * Chicago 6 
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125—ADD A MAT, an all-purpose, 
flexible, plastic product is washable, 
unbreakable and made in swirled in- 
terlocking squares with a variety of 
uses around the house, at the swim- 
ming pool, in the club and in the 
house. Add A Mat can be locked to- 
gether to fit floor space. Colors are 
red, black, white, green, turquoise and 
yellow.—Yardley Plastics Company 








127—ALL-PLASTIC SCRUB BRUSH 
outperforms and outlasts conventional 
brush. The brush block is resistant to 
swelling and warping so that bristles 
remain firmly set to provide an even 
scrubbing surface. Block is molded in 
one piece and has a molded-in-hole 
for hanging up, molded-in corruga- 
tions for sure grip and bristles that 
resist shedding.—Bakelite Company 


, SATIN FINISH 





126—ROTISSERIE OVEN combines 
features of a rotisserie, broiler and 
thermostatically controlled oven. Con- 
trol panel of the rotisserie has ther- 
mostatic control for baking and roast- 
ing temperatures, a Telechron elec- 
tric timer which shuts off heat and 
buzzes, and three way pushbutton 
selector with “bake-roast,” “broil” or 
“Rotisserie.”—General Electric Co. 
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128—BEHR-LAC is a resin-free in- 
terior wood finish which protects wood 
with a coating that defies stains and 
abuse. Dries fast, but not so fast that 
you can’t go back and brush out any 
missed areas. For use on old and new 
furniture, wood paneling and interior 
woods of all types. Comes in two 
finishes, clear gloss and satin.—Lin- 
seed Oi] Preducts Corporation 








129—LITE-ME is a wood fiber block 
covered with wax which starts fires 
in the barbecue or fireplace easily and 
quickly and is not affected by damp- 
ness. Lite-Me is waterproof for pic- 
nics, boats and camping trips. Each 
small brick burns with a hot flame for 
15 to 20 minutes without mess or 
odor. Eight to 16 lights in a pert 
plastic bag.—Marinco 








130—CAN-O-MATIC electric can 
opener safely holds can before, dur- 
ing and after opening. Press a lever 
and power unit automatically pierces 
the can and severs the lid. A powerful 
magnet whisks away the lid. Opener 
is chrome plated with white molded 
case, non-marking rubber cushion 
base and power unit never needs oil- 
ing.—Rival Manufacturing Company 
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For additional information on 
any item shown on these 








pages, please circle number 
on the Reader Service Card, 








facing Page 66 in this issue. 





131—“LAWN MARKSMAN” with a 
“magic handle” makes this an easy to 
use reel-type walking power mower. 
Self-Propelled, the mower moves for- 
ward when the handle is raised, stops 
when it is lowered or released. Pow- 
ered with a lightweight Briggs and 
Stratton four-cycle engine with re- 
coil starter. Hardwood roller prevents 
lawn scalping. — Western Tool and 
Stamping Co. 


DELUXE 
STAPLER - 2” 
TACKER 








132 — PRECISION ENGINEERED 
A-44 stapler-tacker-plier has a pat- 
ented mechanism that makes it jam- 
proof. Designed for all-around use at 
office, store, home or school has 
streamlined look and comes in stark 
black and rich gold. Packaged on a 
distinctive three-color display that 
makes an impressive presentation 
counter or rack.—Arrow Fastener Co. 
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133—-PROTECT FURNITURE with 
jom-Kote Furniture Spray-Seal, a 
colorless preservative designed to 
protect the original finish on any 
metal, wood, leather or imitation 
leather surface. Packaged in 12 ounce 
pressurized container for easy appli- 
cation. Provides a uniform high gloss 
while sealing out moisture to resist 
corrosion and prevent oxidation. — 
B.O.M. Company 





134—GRASS SPRAY GUN with 20- 
gallon capacity delivers a fast full 
spray for fertilizing lawns. Has 
swivel hose-connector which simplifies 
garden hose connection by rotating 
swivel instead of the entire gun. Since 
there is no internal mixing chamber 
and no tiny holes, spray gun will not 
clog. Nor will chemicals back into 
water hose.—The Bradson Company 





135—SATELLITE EXPLORER hel- 
met for the youngster with a vivid 
imagination to carry him into outer 
space. Helmet has realistic spring 
communication antenna and safe “cos- 
mic ray” face shield. Made of acetate, 
the shield permits wearer to see out, 
but no one can see in. Head straps 
are adjustable to preper size.—Mirro 
Aluminum Company 





136—FLAT SHOE ATTACHMENT 
for reciprocating saw is a valuable 
aid on cutting work where holding a 
true right angle is important. Attach- 
ment has protective measure for fin- 
ished surfaces on pieces that require 
final trimming. Compact heavy-duty 
unit for use on standard quarter inch 
electric drills —Price & Rutzebeck 





137—FIVE- POSITION self - locking 
clamp known as Klip-Klamp has cam 
trigger that sets it at five distinctive 
positions and locks in place. Holds 
work pieces together with a powerful 
grip and can be clipped on and set 
with one hand. It is released simply by 
flipping up the cam lever.—Wedge- 
lock Corporation 
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COMPLETE OXCO. 
FLOOR SWEEP DISPLAY 


brings increased 


stocks handles 


volume on profitable |||, ||| HA] Disploys ond 
floor sweeps 


Stocks 
extre 
sweeps 
Dispicys 4 styles 
of sweeps 


Sells sweeps 
—by use 
and proper 





Floor Sweep 
Display No. 1 





Here’s your opportunity to increase volume and enjoy greater dollar 
return on the 4 most popular Oxco floor sweeps for hardware store 
sales. This handsome Display, a complete selling and storage unit, 
brings floor sweeps out of the stockroom, makes them popular sellers 
and real money-makers. Saves your selling time yet brings more sales 
at a nice profit! 


18 SWEEPS AND HANDLES PLUS METAL RACK 


3 FAVORITE sweeps (14’’) All packed in one carton. 

4 FAVORITE sweeps (18”) Easy to set up-—no compli- 

3 cnoc - cated bolts or nuts—rack sim- 
CHOCTAW-K sweeps (14”) . Ply unfolds and it’s ready for 

4 CHOCTAW-X sweeps (18) / stocking. Top sign tells cus- 

2 JUSTRITE-X sweeps (18”) tomer style of sweep needed 

for his floor surface. 
2 GARAGE palmyra (18’’) 


DISPLAY RACK and TOP SIGN 


Store 
Oo, Now 
7 nt from YOUr neq 
s r- 
Givi Sobber, or Write us 
ing his name ’ 


OX FIBRE BRUSH COMPANY, ane aes 
sreoericx <eletiiched /§S4F manviane li 
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NEW PRODUCTS 








156—DUR - X - NYLONG fittings for 
use with plastic pipe will not corrode 
or rust. Other features include deep 
accurate standard IPS threads and a 
hexagon hub which provides gripping 
surface for ordinary wrenches. Sizes 
run from '; inch through 2 inches.— 
Franklin Plastics, Inc. 





157—ALL-PURPOSE fire — extin- 
guisher, made and styled especially 
for the home, is called Protexall and 
is only 14% inches high and weighs 
but four pounds. The active fire-kill- 
ing agent is a clean, pure white dry 
powder which is expelled by com- 
pressed air.— American LaFrance 





158-SHEAR CUTTING OBL 1QU E 
plier is 54) inches long and has blade 
that will cut dead soft or extremely 
hard wire. Blades may be replaced; 
hence, the plier never needs sharpen- 
ing. A coil spring keeps the jaws 
apart ready for instant use.—Mathias 
Klein & Sons 
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159—FOUR-WAY ANSWER to the 
problem of bolt assemblies is pro- 
vided in a self-locking Nylock bolt 
that locks whenever wrenching is 
stopped. Vibration-proof, liquid tight 
and adjustable, the locking takes 
place by means of a permanent nylon 
plug.—Republic Steel Corporation 


Feu ceet 
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ovat 


— 





| « Ge 
abs —— 
160—BACKSET DEAD LATCH for 
use on outswinging doors where addi- 
tional security is required and where 
locksets are set back five inches from 
door edge. The five inch latch also 
aids in preventing “knuckle nicking™ 
on door jambs. Available in all pop- 
ular finishes.—K wikset Locks, Inc. 








161—FLOOR SCRUBBING and pol- 
ishing 24” machine is designed for 
schools, hospitals, churches and insti- 
tutions with large floor areas to main- 
tain. Features include adjustable han- 
dle, momentary contact safety switch 
and non-marking bumper and handle 
grips.—Hild Floor Machine Co., Inc. 
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HERE’S 


THE 





when you get all your tacks and 
nails from one source...ATLAS... 
you save time, trouble and money 





1 SHIPMENT 





1 BRAND TO INVENTORY 


a 








Aitla. 


FAIRHAVEN, MASS. ° 
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Just think! The single, comprehensive Atlas 
line of tacks, nails, brads, rivets, staples, and 
kindred items is equivalent to roughly 12 
scattered sources of supply. By using this 
one source, you eliminate 11 extra orders, 
11 extra invoices, 11 extra shipments, 11 
extra brands to inventory. And these econo- 
mies can actually increase your profits as 
much as 5%! 

Yes, with complete-line Atlas. . 


of the industry since 1810. . 


. standard 
. it’s easier to 
order, easier to handle, easier to sell, easier 
to profit. You get recognized top quality 
products at competitive prices, uniform 
“family” packaging and modern self-selling 
displays .. . all from one source! 

Stock complete-line ATLAS in the famous 
Red Boxes. It makes good dollars and sense. 


TACK 
CORP. 


HENDERSON, KY. 
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It washes and rinses, dries and polishes! $6.98 


* interchangeable brush and sponge! ® telescopic handle—adjusts to any length 
from 2’ to 4’! © watermatic sudser — sudses and rinses! * spinning brush head! 


¢ The only brush of its kind on the market today! * Nationally advertised on 





TV, in newspapers, and magazines! A natural for every home in the country! 


SEE EMPIRE’S COMPLETE LINE OF FOUNTAIN BRUSHES...FROM 41.98 TO $6.95—HOUSEWARES SHOW—BOOTHS 915-917-919 
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RING SHANK 
GYPSUM 
BOARD 
NAILS 


for better Gypsum Board 
installations 


» * Your customers will find that CF&aI Ring Shank 
Gypsum Board Nails are designed specifically to do a 
better job in Gypsum Board installations. 





recommend | 








098 DIAM. 

















ANNULAR THREADS 





Here’s why: 
HOLD TIGHT... PREVENT POPPING 


The shank of this nail holds tight because it has 
regular annular threads which lock with the wood 
fibers. Due to this locking action, popping is pre- 
vented when CFal Ring Shank Gypsum Board Nails 
fo are properly used in Gypsum Board applications. 


MEDIUM 
DIAMOND POINT 











DEVELOPED THROUGH RESEARCH 


Through extensive research The Gypsum Association 
found that the nail illustrated is the best possible 
nail for Gypsum Board applications. These findings 
have been accepted by the American Society for 
Testing Materials and have been assigned Specifi- 
cation Number ASTM C-380-56T. CFal Ring Shank 
Gypsum Board Nails are manufactured in accord- 
ance with this Specification. 


These nails have been fully proved in actual service. 


See your nearby CFal representative today for complete details 
on how you can serve your customers better by supplying 
them with the new CFal Ring Shank Gypsum Board Nails. 





THE COLORADO FUEL AND IRON CORPORATION 
DENVER - OAKLAND 

Albuquerque - Amarillo - Billings + Boise - Butte - Casper - Denver - El Paso - Ft. Worth - Houston - Konsas City - Lincoln (Neb.) - Los Angeles 

Ocklond - Okichoma City - Phoenix « Portland - Pueblo - Salt Lake City - San Francisco - Seattle - Spokane - Wichita 


CANADIAN REPRESENTATIVES AT: Calgary - Edmonton - Vancouver - Winnipeg 
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The Line with More 


FOR INDEPENDENT DEALERS! 


SELL THE 


ieee 








- 
. ; > 
Order Today from Your 4 
MARTINWARE WHOLESALER TE 
bea? 
Billings Hdwe. Co Billings, Mont John Pettict Hdw. Co Milwaukee, Wis 5 
i a 
Drake Hdwe. Co Burlington, lowe Rogets-&Baldwit Hdwe. Co Springfield, Mo , 
Daten, Seige Hates Ce a -_ The Sake ‘hake Hbedwore Co Sait Lake City, Utch ' 
Farwell, Ozmun, Kirk Co St. Pau Minn £0 Grand Junction, Colo.: Boise. Idaho ; 
cintir ttum | aoe , 
panapee Se oi Poe Remick oo Seattle "Hdive. Co. “ Seattle. Wash : 
Hassco nc Denver, Colo Streve Pit gegon Hewes Co Sait Loke City, Utah ; 
Iniand Hardware Co Pasco, Wash Townley Mato! & Hews Co Konsos City. Mo ny 
Janney-Semple-H & Co Minneapolis, Minn Union HAGA Metall ies pena a 
Jensen-Byrd Co Spokane, Wash ‘a Ae “sii aK 
May Hdwe. Co Portiand, Ore saac Wolter we Gee eoria 
Bend Hardware Co Bend, Ore Wright & Wilhsiny Cay Omoahe, Neb 


GENERAL METALWARE COMPANY 


Minneapolis 13, Minnesota 
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The name 
that brings them in...the line that sells them 


Melnor wraps the garden market in a profit package and hands it 

to you! With brand new items...great new improvements...new lower 
prices on famous Swingin’ Spray oscillating sprinklers...advanced 
packaging like nothing you've ever seen...the biggest, most exciting 


advertising campaign in garden history... 


and the promotions that give you extra profit! 


(Turn page for full details!) 


: Y OUR MILLIONTH SPRINKLER YEAR! 





Melnor’s “Early Bird” Package Promotion... 


47% DEALER PROFIT! 


New! Even more powerfu! than last year's “EARLY BIRD” PACKAGE SPECIAL 

,a . y > . . T 
sellout! Special No. 6000 is pre-packed and No. 6000 contains: ane 
ready to ship, containing an assortment of 2) No. 525 Swingin’ Sprays @ 6.50 each 13.00 
all 4 models of America’s No. 1 oscillating 


‘ ‘ 3) No. 550 Swingin’ Sprays @ 7.95 each 23.85 
sprinkler and a special free bonus of two 2) No. 700 Swingin’ Sprays @ 9.95 each 19.90 
of Melnor’s fastest-moving, attractively 1) No. 1000 Swingin’ Spray @ 12.95 each 12.95 


carded hose AQUA-GUN 


accessories: 


hose nozzles...the sensational squeeze FREE BONUS 
nozzle and STOP’nFLO hose shut offs 4) Aqua-Gun Hose Nozzles @ 1.50 each 6.00 
.top selling instant shut-off that elimi- 2) Stop 'n Flo Hose Shut Offs @1.30each 2.60 





nates long walks to the faucet. 
TOTAL RETAIL VALUE 78.30 


DEALER COST 41! 82 


DEALER PROFIT 36.48 





Melnor’s skin-packed Garden Aids in FREE revolving rack! 


NEW SEE’n SELL ACCESSORIES! 


visible, And Melnor 
you the handsomest, selling-est 
display rack you've ever seen absolutely 


Melnor again takes the lead in giving easily accessible 
you the ' Here’s a 


complete garden accessory dé 


latest selling tools 
bast 


gives 


partment in one space saving, self serv free' Of course, all skin packed items 


ice rack. The 


themselves 


sell is in the also available without rack 


each 


packages 


accessory clearly 


No. 158S MELNOR’S SEE 'N SELL RACK ASSORTMENT 
contains: 92 individual pieces, including 20 different items from Aqua-Gun 
TOTAL RETAIL VALUE 60.20 
DEALER COST 38.12 


DEALER PROFIT 22.08 


nozzies t 


couplings. All individually skin packed and carded 











MELNOR INDUSTRIES, Inc. 


Now! Our top-selling hose accessory has a partner! 
Both with modern design and exclusive “Green Trigger” 


2 MELNOR AQUA-GUN HOSE NOZZLES! 


No. 425 STANDARD AQUA-GUN 

The handiest garden hose nozzle ever 
made! Slightest hand pressure gives 
hundreds of spray positions... from 
fine mist through full stream. Can be 
locked and reset with a flick of the 
Green Trigger. Shuts off instantly... 
with just a squeeze of the Aqua-Gun 
handle. 


No. 450 DELUXE AQUA-GUN 

Heres’ an Aqua-Gun that does every- 
thing the standard model does plus 
make dozens of watering devices easier 
to use. With a quick turn, watering de- 
vices can be attached and used with all 
the advantages of the squeeze control. 
Has “Green Trigger” for automatic lock- 
ing and resetting. Knurled brass guard 
ring for protection of threaded adapter. 


See your wholesaler for further details. 


300 DEWITT AVENUE, BROOKLYN 36, NEW YORK 
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Unbreakable Hammer 











Forged One-Piece 
Head-Handle 


The only UNBREAKABLE 


ing test. 


&} Whip 





con- 
struction. Superior in every work- 





New Everlasting 
Cushion Grip 


Smooth, non-slip feel. Anchored per- 
manently onto the light, EXPERTLY 
TEMPERED |-Beam shank. Can't loos- 
en, stretch, come off or wear out 
during the life of the head. 


that gives smooth, effective drive and unbreakable 
strength for all proper pounding, pulling, and ripping. 


Marks Your Store as Quality Headquarters and Gives You the 
Consumer's Goodwill and a Good Profit 


+ Our New Cushion Grip is our own special 
material molded inseparably to the shank. 
Field Tested and superior to all others in every 
way. 


+ Guarantee: All Material and Special 
Temper of entire tool is unsurpassed and Guar- 
anteed by free replacement to last For the 
Life of the Head in all proper uses. 


+ This Estwing “3 in One” is the result of 35 
years inventing ond specializing in making un- 
breakable hammers and hatchets for you! 





Leste) 


12, 16, end 20 oz. head bh s now o 
CONSUMER LIST PRICES 


Full line soon 











, Mxadvestecece keen sncdsceneneeaa $5.25 
16 oz. head.... $5.35 
20 ot. head... $5.45 





MFG. CO., ROCKFORD, ILL. 





JANUARY 1958 


For Details Circle 15 on INQUIRY CARD 


Large Flange At Base Won't Cut Through Ny 






Shoulder Keeps Grip Tight ... won't pee! back. 
Slides easily in and out of pocket. 


Thin, Tempered Neck 


Se For Close Quarters 


Can't dent, breck or be chewed 
vp ogeinst noils, shorp edges, 
bricks or rocks. 


\ 
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hi a great safety fea- 
Show --- — 

ture that many P 

demand. 














i ting 
oil oF electric star 
rec 
ISGEAeSE IN fl 
= | Millions of prospects will read 








about the new Springfield 
mowers and tillers in 7 big 
circulation publications. Other 
millions will see Springfield on 
national TV giveaway shows. 
Thousands will get Springfield 

Fever—and you have the cure. 
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- SELLPOWER... 


oS iS 


RIDING MOWER HAS IT 


THE (ONIN 


PUSHBUTTON CUTTING HEIGHT ADJUST- 
MENT—Now ... change cutting height with- 
out tools, without effort, without getting off 
the mower, without stopping engine. 14, 
2, 244, 3, and 34 inches 

E-Z REACH CONTROLS — On-off switch 
throttle control, speed shift, blade clutch, 
brake pedal and height adjustment—all are 
within convenient reach 

TOP SELLING PERFORMANCE — 5 forward 
speeds, reverse, 4 hp engine, 24” cut, 4 
wheel stability ...no wonder Springfield 
riders outsell all others. 

FREE ACCESSORY KIT — Extra 24” blade, 
leaf mulcher, oil filler trough, oil can, and 
grease gun included with each mower. 


~ t 
@2ainst ‘. 
z 


Vv 
"a ka Le 
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PRE-CUT PACKAGED CHAIN 


... available two ways— 
by the box or in this 
















new Merchandiser. 


TE On SSeS Se miw a wena immune one a 

Here’s a completely new way to merchandise chain. This 
new eye-catching unit with a complete stock of Proof Coil 
Chain takes up only one square foot of counter or floor 
space. It’s an ideal starting stock, just the popular sizes 
and lengths: *%" and 14” chain in 10’, 15’ and 20’ lengths; 
and *<" chain in 10’ and 20’ lengths. 


Start selling Campbell “Blue Temper” Chain in the new Merchan- 
diser. Call your Campbell distributor or write direct for details. 





LOOK AT THE SALES FEATURES OF 
CAMPBELL “Blue Temper” CHAIN 


® Rich Blue Color—tempered right into the chain @ Pre- 
Cut to eliminate measuring and cutting e@ Pre-Packaged 
for self-service, attractive display and convenient storage 
e Load Rated safe working load limit clearly shown on 
every package e@ “Measure Mark’’ Chain, marked every 
5’ and color-coded in 50’ and 100’ lengths @ Labeled for 
instant identification of grade, size, price @ Clean, no 
dirty hands or clothing. 


CAMPBELL CAMPBELL CHAIN Company 


York, Pa.—W. Burlington, lowa 
CHAIN E. Cambridge, Mass. — Seattle, Wash. — Portland, Ore. 
Sacramento, San Francisco, Los Angeles, Calif. 
For Details Circle 17 on INQUIRY CARD 
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Both styles avciloble 
in full range of sizes 





Gleaming, jewel-like high gloss finishes 
catch the eye. Lightweight, easy-to- 
handle. All Biltrite Vinyl Garden Hose 
are so durable they are unconditionally 
guaranteed. Far exceed standards of 
the Society of the Plastics Industry, 
Inc. and bear this seal issued by the 
U.S. Dept. of Commerce. All couplings 
full-flow solid brass. Bright, 
multi-colored packaging makes selling 
easier, too. 


You get these extra advantages 


@ POWERFUL MERCHANDISING HELP including free 
cd mots and window streamers. Merchandising 


displays ond self-service racks cvailable. 


@ SPEEDY DELIVERY to distributors from strategically 
located warehouses, 


21 


ew emerald sparkle 
puts more sell in 


TRITE HOSE! 


Brows 
ee 


For your many customers who demand 
the special qualities of rubber .. . 





BILTRITE RUBBER HOSE 


Extremely durable live rubber, re- 
inforced wtih high tensile cord. 
Full range of sizes and colors. 





The BIG seller that makes watering easier! 


BILTRITE TRIPLE-TUBE 
FLEXIBLE SPRINKLERS 
Finest quality vinyl; givés wide, 
gentle spray, always lies flat, re- 
versible for soaking. Nickel-plated 
solid brass fittings. 








AMERICAN BILTRITE RUBBER COMPANY 


CHELSEA 50, MASS. 
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M™ MODEL 800 81,’ $95.00 








MODEL 727 7” $74.50 








MODEL 626 61,” $54.50 
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CHELSEA 


& 
a 


0, MASS. 
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Tomorrow’s Saws Today! 


There’s a saw for every buyer . . . a saw for every job... 
a saw in every price range . . . in this brand-new, all-new 
line of Millers Falls electric saws. Paced by two out- 
standing heavy-duty models, they're full-powered, deep- 
cut, lightweight, beautifully balanced — and loaded with 
all the exclusive features and top-quality engineering you'd 
expect from Millers Falls! 


“Put them to the wood... and purchase on performance!” 
Right away you'll see the on-the-job advantages they offer 
for every class of trade... advantages that make them 


truly the most advanced saw line on the market today. 


For contractors 
and builders 
’ TWO HEAVY-DUTY MODELS 


Two powerful, all-new contractors’ and builders’ 
saws with outstanding professional quality, tre- 
mendous cutting depth (up to 27%” at 90°; 2%” 
at 45°), plenty of power (full 2 h.p.), rugged 
construction and exceptionally light weight. It 
all adds up to tireless all-day sawing with speed 
and ease that makes light work of every heavy-duty 
application. Features include exclusive Micro- 
Guide, safety window, integral depth and angle 
adjlstments with direct-reading scales, wide base 
and telescoping guard. 


No. 800 8-4" Heavy Duty $95.00 
No. 747 7-%" Heavy Duty $84.50 


For carpenters 
and craftsmen 


$ TWO STANDARD-DUTY MODELS 


Two rugged new saws with a tremendous 65% 
power boost over previous models. Ample power 
and capacity make light work of 90% of all jobs in 
the light-to-heavy-duty saw range... including 
compound mitres in 2” dressed lumber at 45°. 
Both models offer truly professional quality... 
precision-cut gears of hardened alloy steel, full- 
polish die-cast aluminum frame, positive, easy 
angle and depth adjustments, full telescoping 
guard, perfect balance, light weight and power to 
spare... all at popular prices. 


No. 727 i Standard Duty $74.50 
No. 626 6-2" Standard Duty $54.50 


MILLERS FALLS COMPANY 


Greenfield, Mass. MILLERS FALLS 
sgele) &) 








CARRYING CASE 


wana nnn 7 


MILLERS FALLS COMPANY 
Dept.HW-19, Greenfield, Mass. 


1 wont to know cil about the new Millers Falls Sows. 
{ ) Rush me full information. 
( ) Hove your representative call. 





Address 





CR cncimeninian __. Zone —__ State 





z 
Qa 
3 
o 
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Dictninininenne eepeen ene tes ctemne onanmemtanemcemiil 
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New fro 





NOW COUNSELOR MAKES A HAMPER LINE! 


NEW COUNSELOR HAMPER 


We asked women what they liked best in a hamper, 
then—made this one to please them! Its luxurious 
quilted vinyl covering, rich gold trim and gleaming 
brass towel bar-handles made it look feminine and 
delicate, but, actually, it’s sturdy enough to support 
300 pounds! That's because Counselor puts exclu- 
sive stabilizing rings at both top and bottom of the 
heavy gauge metal body. Jumbo air vents in back. 
Available in decorator shades of Turquoise, Black, 
Pink, Blue, Green, Yellow and White. 





NEW COUNSELOR HASSOCK-HAMPER 


New chair-height. Ideal for bedroom or bath. Just lift 
its firmly padded seat... there’s generous hamper 
space. Hassock’s just as sturdy as the matching, 
full-size hamper. Made with jumbo air vents. Covered 
in same beautiful, quilted vinyl. 


NEW COUNSELOR WASTE BASKET 
Decorative, easy-to-clean; in handsome vinyl 
matching hamper and hassock. Same water-resist- 
ant Craveneer bottom as found in hampers. 


HARDWARE WORLD 
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The Counselor Century, brand-new inside and out, 
provides famous Counselor accuracy whether it rests See newest 

on deep-piled padded carpeting, on a fluffy shag rug, «4 

or, on an uneven floor! A revolutionary new engineering Me . Counselor sales-makers 
achievement combined with the utmost in scale design! : 

This new Century will appeal to your customers who at the National 

prefer to keep their scale in the bedroom where there ee 

is usually a rug, or carpeting on the floor. Just 1%” ; a Housewares Show! 

high. In decorator colors: Turquoise, Black, Pink, Blue, 
Green, Yellow and White. 


Counselor Booths 263-265-267 
Navy Pier « Chicago * January 16 to 23 


THE BREARLEY COMPANY + ROCKFORD, ILLINOIS 


World's Largest Producer of Bath Scales 
For Details Circle 20 on INQUIRY CARD 
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Time! It measures your profits 


Your business success is measured by Time ing, heating, and industrial goods 
The wages you pay, the profits you make between the manufacturer and himself 
— both are based, primarily, on time. for you. By doing this, your wholesaler 
Delays hold up your work, you com- helps you to reduce time-consuming, 
plete fewer jobs, sell less goods, thus profit-dissipating delays, meeting your 
cutting your profits. When and wherever requirements on short notice. 


you save time, you increase your profits. 
Depend on your wholesaler and be 


Your wholesaler gains time for you assured that he can deliver the goods 


He “buys ahead”, anticipating your needs, ... when and where you want them... 


maintaining a constant flow of plumb- on time! 


This message sponsored by GRABLER — Manufacturers of the SQUARE “GEE” Line of Pipe Fittings 


Dependable Distribution from these Warehouses: ° 
New York © Philodelphio *® NewOrleans ° 
Atlanta © Pittsburgh © Cincinnati © Dallas : 
Chicago © St. Lovis © Detroit © Denver : 
Minneapolis ©¢ San Francisco © Los Angeles -< 


The GRABLER [= Manufacturing Co. ¢ 6565 Broadway * Cleveland 5, Ohio 
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Profit from Hayes Advertising 


Mime i leading home and garden magazines 





They “pre-sell” your customers 
on Hayes Spray Guns...help you increase 
Sales of garden chemicals! 


Striking color ads appearing regularly in these consumer 
magazines will be telling the story of Hayes superiority 
all season long... 

.. . Showing the home gardener how the Hayes mixes, 
proportions and applies garden chemicals more efficiently 
than any other type of garden sprayer ... 

.. . featuring the famous OK'd tag that lists the out- 
standing chemical companies that have approved Hayes 
spray guns for proper application of their products. 


Other promotion, too! 
“Silent Salesman” metal display racks for convenient 
presentation of Hayes sprayers . . . designed to catch the 
attention and interest of home gardeners... produce 
impulse sales ... save personnel time, too. 

Flower and garden 16mm color movie films avail- 
able on loan without cost to garden clubs and other 
organizations. 

Free full-color consumer folders and catalog sheets, 
ad mats, news releases, broadcast commercials, etc. 

Plus... 
Regular advertising in the leading garden supply trade 
magazines to show you how to increase sales of garden 
chemicals by stocking, displaying and featuring Hayes 
spray guns. 


See the complete line of Hayes Order today from your jobber 
spray guns at the National Garden ‘7 


ipply Show, February 2, 3, 4— sj 
Booth No. 110, Coliseum, New York Hayes Spray Gun Company Se 
Since 1934 <G : 
World’s Largest Manujacturer of Garden Hose Sprayers 
98 N. San Gabriel Blvd., Pasadena 8, California 
For Details Circle 22 on INQUIRY CARD 
JANUARY 1958 29 























> 


WASHINGTON 


—By N. R. REGEIMBAL 





for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Higher Costs Will Offset Better Farm Prices 
In 1958, Level Off Rural Spending, U. S. Says 


Western hardware dealers won’t see much of an increase in their 
sales to farmers in 1958. Government agricultural experts say that 
net (spendable) farm income will remain at about the slightly im- 


proved level of 1957. 


Here’s the forecast: Farm 
production and sales will rise 
moderately; expenses, already 
at record high levels, will go up 
again, particularly taxes and 
wage rates; farm machinery and 
fertilizer prices will rise slight- 
ly, and feed and seed prices will 
go down a little. 

Thus, higher costs will wipe 
out increases in sales and sale 
prices. Government soil bank 
payments probably won’t be 
much higher. 

By farm products, the outlook 
is for heavy supplies of feed and 
seed and slightly lower prices; 
high hog production but slipping 
prices ; better income from cattle 
operations; no change in dairy 
operation incomes, and little 
change in most crop incomes. 

Some indication of what to ex- 
pect in the Western states is 
supplied by 1957 figures. Cash 
income rose in 1957 compared 
with the previous year heavily 
‘in Montana, Wyoming, Colorado, 
Jtah, Washington and Oregon, 
and moderately in Nevada. In- 
come remained about steady in 
Arizona, and dropped in Idaho, 
New Mexico, and California. 

Because of the outlook for in- 
creased production, most dealers 
may see an increase in sales of 
seed, feed, and fertilizer. But 
sales to farm families probably 
won’t rise much. 
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HOME BUILDING outlook for 
the West in 1958 is good... 
Government housing experts 
predict a 6 percent increase in 
home construction to 1.04 mil- 
lion new units .. . Home repair 
and modernization, especially do- 
it-vourself projects, will increase 
about as much... Eased credit 
restrictions will help feed a new 
boom ...Congress may be asked 
to further spur homebuilding by 
setting up a new program to in- 
sure the top 20 percent of con- 
ventional mortgages, which 
home builders say would in- 
crease home financing by 15 per- 
cent .. . Pickup will mean more 
business for Western hardware- 
men, and also better business 
for Western lumber and ply- 
wood producers, which suffered 
sharp cutbacks in 1957. 


WESTERN MARKETS con- 
tinue phenominal growth .. . 
Since 1950, the Pacific Coast and 
Rocky Mountain states increased 
population by about one-fourth, 
compared with 11 percent for 
the nation as a whole... States 
with the largest gain are Ari- 
zona, Nevada, and Florida, all 
over 40 percent; California, 27 
percent; Colorado, 23 percent; 
Utah, 20 percent, and New Mex- 
ico, 19 percent . . . Los Angeles 
from 1950 through 1956 added 
609,000 new homes, to reach a 


total of 2.1 million; Seattle has 
added 45,000, to reach 297,000. 


TAX CUTS are dead for two 
vears, or more. . . Increase in 
spending for military missile 
speed-up killed any hopes .. . 
There is an outside chance Con- 
gress may kill the 3 percent 
transportation tax; possibly 
grant some tax aid to sme" 
firms ...A long list of Western- 
ers pleaded for cuts before Sen- 
ate Small Business Committee 
hearings this fall at Phoenix 
and Los Angeles Among 
them were: Reps. John J. 
Rhodes, R., Ariz.; Stewart L. 
Udall, D., Ariz.; James Roose- 
velt, D., Calif.; George P. Miller. 
D., Calif.,and J. Arthur Younger, 
R., Calif. Also, Jack Williams, 
Mayor of Phoenix; Hilliard 
Brooke of the Phoenix Down- 
town Retail Merchants Associa- 
tion; Howard I. Furst, executive 
manager of the Big Boy Manu- 
facturing Co.; Emmons McClung, 
associate managing director, and 
Adrian A. Kragen, chief counsel, 
California Retailers Association ; 
Frederick J. Dannenfelser, pres- 
ident, Manning-Mitchell Paint 
Co., San Francisco, and Ralph B. 
Hogan, Sr., president, Northern 
California Merchants Ass’n. 


NEW MARKETS are being 
created by reclamation projects 
through more electric power 
and more usable land... In 1957, 
some 160,000 acre-feet of water 
storage was added; 117 miles of 
canals were built . . . Some 35 
million acre-feet of reservoirs 
with 6.7 million kilowatts of 
power are under construction. 
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DISPLAYLINE...a versatile new self-selling metal shelving that creates an exciting new dimension 
in self-selection merchandising. So simple... Displayline units fit together in minutes ...lok-tite for years 
of service. Build it yourself. In 9 sizes... assembly combinations are varied 
and flexible. Displayline’s perforated metal, wood and glass shelves, 


“fit your merchandise” while Displayline’s 8 store-planned colors 


catch your customer's eye. To see the way to a new 
“pattern for profit’’ 
e a sor pro! P 


write for illustrated brochure to: 


display 


WEBER SHOWCASE & FIXTURE CO. INC. 5700 Avalon Blvd., Los Angeles 11, Calif. 
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Dealers! WIN a FREE 
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Every Eclipse Mower Dealer 
has an Equal Chance to WIN 


Additional Prize Trips to New Orleans and Colorado 
First prize in this wonderfully easy Eclipse contest 
is a carefree, cost-free vacation in Mexico. The 
winning dealer (and his wife!) will revel in the exotic 
charms of Mexico for 7 full days. Second and third 
prizes are similar FREE vacation trips to colorful 

Colorado and historic old New Orleans. And remem- 
Y* ber: store size or sales volume do not affect your 
chances; any Eclipse dealer—in any size town— 
can win a vacation or some other worthwhile prize. 


There’s nothing difficult or costly about having an Eclipse Try-Out Party in 
your town. We provide a complete how-to-do-it manual. You can do it alone, 
or (in larger communities) combine your efforts with other Eclipse dealers. 
The object of the Try-Out Party is simply to get your customers to operate 
Eclipse mowers in person... see for themselves how easy and restful Eclipse 
mowers are to use. 

Nothing sells quite so dramatically as a self-demonstration. You’re bound to 
get real, “live” prospects—actually sell more mowers—make more money. 
And regardless of the size or scope of your ““Try-Out Party’’—when you report 
on the results, you have an equal chance to win a free vacation! 


Plan now to win... mail the coupon or see your Eclipse salesman for details. 


THE ECLIPSE LAWN MOWER CO. 
Div. of Buffalo-Eclipse Corporation 
1823-A Railroad St. . Prophetstown, Illinois 
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Duplicate prizes to 
Sales Clerks, too! 


This contest recognizes the impor- 
tance of retail selling—by giving 
an equal prize to the manager of the 
mower department in the winning 
stores. Here, too, the wives are 
included on the free vacations! 


Mail Coupon Today 
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Picture-a-minute 


Polaroid 
Cameras 


In another contest there 
will be Polaroid camera 
prizes to winning mower 
sales clerks in ALL 
Eclipse sales districts— 
with duplicate prizes to 
thetr employers! This is 
the nationally famous 
camera that gives 
* printed pictures in 60 
seconds from the snap 
of the shutter! 


cao 
SIMPLE RULES 


@ Hove your mower sales clerk(s) fill in a simple 
“quiz sheet” and return to Eclipse. 

@ Hold an Eclipse Try-Out Party before July 1, 1958 
that has been advertised to the public. 

s Send a written report on it to Eclipse with photos 
ond proof of promotion (tear sheets, station 
offidavits, etc.). 


& Keep it strictly an Eclipse demonstration—no 
other products of any kind. 





THE ECLIPSE LAWN MOWER CO. 

Prophetstown, Illinois 
Yes—! want a chance at that wonderful vacation in Mexico—and the PROFIT 
from more Eclipse sales! Send me full details by return mail. 


WORE. i fe. c ee clerks who sell Eclipse mowers. 
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Make it RB &W 
for fasteners 





RELIABLE SUPPLY is assured by acres of warehoused stocks STRONGER PACKAGES of 
This picture proves too that people everywhere recognize the corrugated) cut spillage, breakage 
quality in RB&W fasteners, because only good fasteners with RB&W first) 
good ll in such volu Cash in on this speed prod 
ell the best-known brand 


rigid kraft-board (larger sizes 
Upside-down box 
is fumble-proof, eases handling 





ing ¢etiort t& help you increase saics 
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INDUSTRY'S BROADEST LINE of high-quality fasteners insures HANDY NEW WALL CHART is typical of RB&W sales aids for 
ustomer satisfaction. With RB&W carriage bolts, machine bolts, the trade. It has 12 sturdy tabs 

lag bolts and stove bolts, 3 an fill all orders promptly. And, | 
unifor y accurat thread » Ss ni 


containing tables of RB&W’'s 
list prices for each type and size of fastener—and space for you 
ng plus unifor strength make for to write in uy selling price per unit of sale for quick, accurat 

easy application, tight holding power reference 


DISTRIBUTORS 
FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 


Rock Falls, ill.; Los Angeles, Calif. 
For Details Circle 25 on INQUIRY CARD 
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(another 
Oversized labels 
duct identification. New packaging is part of RB&W’'s 














NOVEL MERCHANDISING 
METHODS SELL RECORD 
POWER MOWER VOLUME 


AKING a thoroughly real- 
istic analysis of stumbling- 
blocks in the way of successful 
power lawn mower merchandis- 
ing and building a sales pro- 
gram designed to offset each 
one has worked out so well at 
Jenkins Hardware Company, 
Denver, that the store is aver- 
aging the sale of 120 better- 
priced power mowers per year. 
The day when the hardware 
dealer can simply put up a dis- 
play of power mowers and wait 
for the public to come in and 
buy them is “long gone,” accord- 
ing to brothers Harry and Bill 
Jenkins, owners, who operate 
seven modern hardware stores 
in the Denver area. “There is 
far too much competition in the 
field,” Harry said, “consisting 
of mail order houses, automotive 
supply stores, and now even 
drug stores and super markets. 
Consequently, building volume 
is a matter of getting outside 
the store and offering attractive 
inducements which will bring 
the homeowner around to buy- 
ing quality and long service 
rather than price.” 

The line of “least resistance” 
in building a big turnover of 
power lawn mowers is, of 
course, low prices. The Jenkins 
feel that anybody can make 
sales through doing away with 
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DISPLAYING MERCHANDISE PROMINENTLY is one of the many tech- 
niques used by the Jenkins Hardware Company to sell an average of 120 
power mowers a year. Harry Jenkins stands behind a double row of power 
mowers ranging in price from $79.50 to $269.95. 
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profit, and instead have con- 
centrated on not only boosting 
overall volume, but likewise sell- 
ing top-quality, better-priced 
lawn mowers at as near full 
list price as possible. 


Sticks to One Line 


The first step was to select a 
single well-advertised, long-ac- 
cepted line of power mowers, in 
which the store has specialized 
ever since. “You cannot really 
be sold on more than one line,” 
Harry pointed out, “and even 
though there may be some ad- 
vantages in offering a wider 
price selection by carrying the 
products of two manufacturers, 
we have found that power lawn 
mower prospects are highly 
brand conscious today and go 
along with the theory. Conse- 
quently, we sell a power lawn 
mower line which we know has 
maximum public acceptance, 
and confine our selling opera- 
tions to this one bracket.” 

Next, Jenkins Hardware Com- 
pany maintains an _ unusually 
complete lawn mower display 
over a much longer period of 
time than average. From the 
middle of January on through- 
out the entire summer season, 
there are always from 20 to 25 
power lawn mowers set up in 
four rows across the front of 
the store, ranging in price from 
$79.50 to $269.95. 

As an additional attention- 
arresting step, Jenkins Hard- 
ware Company shows a deluxe 
“sulky power mower model” 
complete with accessories on the 
sidewalk out in front. The big 
sulky mower, selling at more 
than $300, has been given 
humorous interest by installing 
a big striped canvas beach um- 
brella over the seat, together 
with a tray on which is a bottle 
of a popular soft drink, a sand- 
wich, and paper cup. For the 
1957 summer, Jenkins plans to 
put a shorts-clad feminine man- 
ikin on the seat as well. This 
glamorous power mower with 
its associated props is in direct 
view of a parking lot which ac- 
commodates more than 2500 
automobiles at the main store, 
and, of course, is enough to 
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A novel trade-in system, sus- 
tained promotion and practical 
merchandising techniques back- 
ed by dependable service helps 
the Jenkins Hardware Company 
of Denver to sell an average of 
120 better-priced mowers a 
year. 











make almost anyone momentar- 
ily power mower conscious. 


Novel Trade-in System 

Backing up the mass display 
of power mowers and the elabo- 
rate credit schedule which Jen- 
kins Hardware Company offers 
for budget-minded purchasers 
is a novel trade-in system which 
has helped the interest of thou- 
sands of Denver homeowners. 
The store cheerfully offers a 
trade-in on any push-type lawn 
mower, and scales this on the 
basis of the usefulness of the 
trade-in plus, of course, the 
price bracket in which the pow- 
er mower has been purchased. 

Trade-in allowances at $25 
or more are not unusual. when 
this will help to sell the cus- 
tomer on a high-capacity, larger 
power mower. Harry says, “We 
make the trade-ins highly inter- 
esting to the customer, many of 
whom have never given any 
thought to the possibility of 
such savings on the power mow- 
er cost by trading in the old 
lawn mower. 

“We put a iouch of humor 
into the trade-in transaction,” 
Jenkins said, “by offering to 
sell the hand mower back to the 
customer for five dollars less 
than the trade-in given, as soon 
as the sale is completed, and a 
surprisingly large percentage 
of homeowners remembering 
hard-to-reach places around the 
family lawn decide to buy it 
back in just this way.” 


Used Mowers Boost Sales 


Also, Jenkins Hardware Com- 
pany has attracted crowds of 
used hand lawn mower custom- 
ers at regular intervals through 
the summer months by building 
up a huge stock of the lawn 
mowers in front of the store in 
the parking space reserved for 
the Jenkins organization and 


posting a huge sign which is 
lettered, ‘““Your choice, $10.00.” 
With as many as 30 or 40 trade- 
in mowers at a time stacked in 
front, all offered at the flat 
$10.00 price, the promotion 
serves two purposes. 

One, of course, is to clean up 
the inventory of trade-ins which 
consumes much space at the 
rear of the store. 

The second, and most impor- 
tant, is to attract notice from 
newcomers moving into Den- 
ver’s southwestern suburbs who 
usually start out with a hand 
mower and then “graduate” 
later to the power variety. While 
buying an economical used hand 
mower, they are, of course, ex- 
posed to Jenkins Hardware 
Company’s power mower stock, 
and familiarized with the fact 
that they can trade back the 
hand lawn mower at the price 
paid at any time on a power 
mower. The chances are that 
the store will get the sale when 
the time arrives. It isn’t un- 
usual for a dozen hand mowers 
sold at the $10 “turnover price” 
to create a half dozen power 
mower sales the following sea- 
son, Jenkins has found. 


Maintains Own Service 


The Jenkins Hardware Com- 
pany maintains a complete 
authorized service department, 
with its own stock of parts, 
mechanic, etc., ready to main- 
tain all of the power mowers 
sold as well as hand mowers. 
The fact that the repair depart- 
ment is the store’s own and does 
not operate on the usual leased 
basis, appeals to homeowners 
who want quick service and 
who want to stand around and 
watch the work being done. 

Pointing out that “we have 
immediately available service 
facilities on every power mower 
we sell and that we will give the 
customers the use of a loaner 
while his mower is in the shop 
has often made the difference 
between a power mower sale 
and a looker,” Jenkins said. 

Next, realizing that nothing 
sells power lawn mowers better 
than an active demonstration, 
Jenkins Hardware Company 
keeps a half-ton, pick-up truck 
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PERSONAL SELLING gets results for the Jenkins Hardware 


Company’s program for moving power mowers. Harry Jenkins (above) points 
out features of one of the many models to a Denver housewife. 


standing by at all times to whisk 
the prospect and the demon- 
stration mower off to the pros- 
pect’s own home, where the 
mower is demonstrated on his 
own grass. Extra conviction is 
lent to such home demonstra- 
tions through the fact that the 
store does not utilize a demon- 
strator model, but, instead, is 
ready to demonstrate the actual 
machine which has caught the 
prospect’s fancy. 


All Units Pre-Tested 
“We can do this because every 
new unit has been run for an 
average of four hours before 
we put it out on the sales floor 
as ready for duty,” Jenkins 
said, “then, we know that the 
engine will start and that the 

mower is ready for use.” 
Two or more mowers are 
usually taken along on a home 
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demonstration, which may be 
anywhere in the city of Denver, 
covering hundreds of square 
miles. Three salesmen are avail- 
able to make the demonstration. 
The fact that 19 out of 20 ma- 
chines shown on the customer’s 
own grass are left there as 
“sold” warrants the extra ef- 
fort. To show how far Jenkins 
Hardware Company will go to 
effect the desired sale, one cus- 
tomer actually had five demon- 
strations of various types of 
mowers before he succumbed 
and bought one of the store’s 
$159.00 deluxe models. 


Overcome Housewife Fears 
One of the most important 
things about willingness to 
make a dozen home demonstra- 
tions a day during the summer 
months is getting around the 
timid housewife, afraid of ma- 


chinery of any sort, who fears 
that she cannot operate a power 
mower. Jenkins said, “When 
we put the mower on the grass 
in front of the house and show 
her how to start it, how to put 
it into action, bring it to a quick 
halt, how to make adjustments 
during the cutting operation, 
etc., we built up confidence 
which makes the sale. We have 
even sold big, powerful power 
mowers to elderly women who 
have for years been paying 
others to cut their lawn, simply 
because they feared the opera- 
tion of the machine.” 

With these methods, colorful 
display, single-line promotion, 
and steady use of newspaper 
advertising, Jenkins Hardware 
Company sold 113 deluxe power 
lawn mowers its first year and 
more than 120 the second year. 
Prospects for 1957 are the 
brightest yet! 


Servicing... 


power lawn mowers on a 
yearlong basis pays off 


With more than 12 million 
power lawn mowers in use to- 
day, servicing profits can be a 
yearlong rather than seasonal 
objective, according to the Lawn 
Mower Institute which is made 
up of about 45 power lawn 
mower manufacturers. 

According to the Institute, 
yearlong service can be obtained 
by the service stations by: 

1. Making off-season repair 
prices more attractive than 
those during the summer 
months and by advertising them. 

2. Expanding their operation 
to accommodate several brands 
of engines and lawn mowers. 

3. Where they have the space 
to do so, offer a post-season 
checkup and winter storage to 
mower owners. 

Because several power manu- 
facturers have set up parts dis- 
tributors throughout the United 
States, it is now possible for a 
service dealer to service power 
mowers through the winter 
months without maintaining a 
large inventory of parts avoid- 
ing costly inventories. 
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LADD’S NEW SELF-SERVICE HARDWARE STORE 
(right) in Pueblo, Colo., is a modern structure designed 
for efficiency of operation. Adjoining the store on the left 


Old Firm Goes Self-Service In New Store 


Hardware Store In Colorado Carries 20,000 Items In 12 Major Departments 


ALLET loads of hardware stock moved directly 

from the warehouse to the display shelving is 
a unique time-saving feature of Ladd’s hardware 
store, completed recently in Pueblo, Colorado. 

One of the largest self-service hardware stores 
in the entire Rocky Mountain region, the Ladd’s 
store centers a huge building materials shopping 





DIFFICULT TO RESIST for the home craftsman or do- 
it-yourselfer is Ladd’s carpenter and mechanic tools de- 
partment which is always well stocked at all times with a 
wide variety of items. 


38 





MARV WARE eee” 


is a large warehouse, while surrounding the two struc- 
tures is a parking area capable of accommodating more 
than 400 automobiles. 


Ladd, 50-Year Veteran In Hardware 
Field Awarded Membership In HARDWARE 
WORLD'S Western Hardware 50-Year Club 


center in mid-town Pueblo with hard-top parking 
space for more than 400 automobiles. Five times 
the size of its predecessor, the new retail store 
totals to 14,080 square feet, divided into 12 major 
departments, funneling through to super market- 
type check stands at the front. Customers can 
drive directly to the door, take one of 24 chrome- 


LARGER UNIT SALES to customers who fear their 
skills are not sufficient to tackle a home improvement 
project is spurred by Ladd’s planning center (above) 
which tackles customer problems. 
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FOR THE MAN who likes to work 
with power tools, Ladd’s power tool 
accessory department (right) is a 
must stop while in the store. 


plated shopping carts in neat rows just inside the 
entrance, shop through the store entirely “on 
their own,” return to the check stands to pay 
for purchases. 

The Ladd organization is 50 years old, founded 
by A. A. Ladd, president, who moved from Ten- 
nessee to the Pueblo area in 1917. In the inter- 
vening half century, Ladd bought five building 
materials and Jumber yards in the Pueblo area, 
all of which has been consolidated into the current 
organization, while his three sons, A. A. Jr., John, 
and Wilbur, have “grown up in the industry” to 
manage various aspects of the new store. Very 
few attemps at operating a modern retail hard- 
ware store were made until after World War II, 
when the first retail home owners service depart- 
ments were opened, growing gradually to a 2,500 
square foot store by the end of 1956. In carrying 
primarily builders’ hardware, tools, plumbing sup- 
plies and electrica] supplies, the four Ladds found 
plenty of promise for a full sized hardware store 
operation, and, consequently, when the expansion 
program was designed in early 1956, the 14,000 
square foot retail store was created. 





Cerry 20,000 items 

Carrying 20,000 items, the new store includes 
at least a dozen departments introduced for the 
first time, in addition to its standard builders’ 
hardware, tools, plumbing supplies and building 
materials. Among the new departments are house- 
wares, sporting goods, gift wares, toys, china, 
glasswares, smal] electrical appliances. garden 
and patio equipment, an unfinished furniture de- 
partment with 45 staple numbers in stock, clean- 
ing aids, a kitchen remodeling department, etc. 
Departments throughout are laid out on a rec- 
tangular basis, using long, low gondola fixtures 
designed by Robert Fisher, of Denver, with a 
sprayed acoustical tile ceiling, and a Masti-pave 
cement floor. Walls, display fixtures, and trim 
are in bright pastel colors throughout. 

Although the store is set up on a completely 
self-service basis, 10 salespeople, all uniformed, 
are kept on the floor to answer questions, point 
out stock locations, and to assist wherever pos- 
sible. “We are doing more self-service volume 
than we have really anticipated,” Cal Ripley, gen- 
eral manager, indicated. “If the customer knows 
what he wants by name, brand, size or appear- 





SUPERMARKET TECHNIQUES are applied by a Ladd 
employee to check out shopping basket containing a va- 
riety of items. 
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GIFT SHOPPING at Ladd’s gift shop (above) is sim- 
plified by the self-service shelves which offer a wide 
variety of items. 
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DIRECT SERVICE FROM WAREHOUSE TO RETAIL 
SHELVES is achieved through the use of four fork lift 
trucks which service the 14,000 square foot store. In 
photo at left, truck operator moves down the aisle of the 


ance, he can be counted upon to wait on himself, 
once he has made use of our facilities.” 


Meeting Room in Rear 


There are a number of unusual attractions in 
the new store. One of them is a 40x20 foot 
beautifully-paneled meeting room at the rear, 
which the store will offer free of charge to busi- 
ness groups, clubs, charitable organizations, or 
other groups who need a handsome, comfortable 
meeting room. Of extreme value to housewife 
and the homeowner alike is another “planning 
center” in the center rear of the store which 
offers complete assistance on any problem from 
painting a single room in a home to remodeling 
a kitchen, building an entire home, selection of 
builders’ hardware, ete. To date, almost 22% 
of Ladd’s customers have made use of the two 
consultants kept on duty in the planning center, 
a fact which has delighted the Ladds. “We're 
making larger unit sales to customers who are 
afraid that their skills are not sufficient to tackle 
a home improvement project themselves,” Ripley 





ATTRACTIVE DEPARTMENTS attract customers and 
the tin and galvanizedware (left) and toys (right) fol- 
low Ladd’s theme of neat-looking layout and efficiency. 
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toy department with a pallet load that is unloaded di- 
rectly on the shelves. In photo on right operator replaces 
a hand saw in a vacancy without leaving the truck. The 
trucks shuttle through the store at all times. 


said. “Because the planning center has the an- 
swer at the finger tips, we are getting much more 
traffic, particularly from women who want their 
ideas confirmed before they go ahead with any 
improvement.” 

As pointed out above, the huge overall size of 
the store and the completeness of the inventory 
in the department, plus a swift turnover, has 
meant a heavy shelf-stocking load. Recognizing 
the fact, the Ladd management has simply re- 
sorted to the use of fork lift trucks and pallets, 
which, because aisles are 6-feet wide throughout 
the entire store, can simply transport pallet loads 
up to 1,000 pounds directly from the storage point 
in the warehouse to the retail display point. All 
stock is moved from a warehouse, at the left of 
the retail store, a distance of as much as 150 feet, 
on propane-powered fork lifts, which cause no 
monoxide problems in the store even when all 
doors and windows are closed. The fork lift 


shuttles constantly through the store at all times, 

moving at extremely slow speeds, and customers, 

of course, who see that for the first time are 
(Continued on page 45) 


The galvanizedware department is supplied with sundry 
items for the homemaker while the toy department draws 
children and adults alike with items for everyone. 
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NO DISCOUNTS 





I'm sorry. 





CUSTOMER: ... and these two galions of paint. 
That's all. Here's my business card, so | can 
get my painter's discount. 


MR. QUINN: Sorry, but we do not give painter's 
discount. We have no discounts in the store. 











HIS type of conversation fre- 

quently takes place at Rose’s 
Hardware & Toy Circus, Long 
Beach, California. And has been 
occurring ever since the store 
opened in 1950. 

“There are several reasons 
for this,” explains manager- 
buyer Richard H. Quinn. “Per- 
haps the most important is our 
lack of warehousing. We believe 
in using all the space possible 
to display our merchandise. If 
we are to have a large enough 
stock to give discounts to paint- 
ers, then we need another build- 
ing to store the merchandise. 

“This applies not only to 
paint, but to the many other 
items usually discounted. Such 
as roofing paper, which sure 
takes up a lot of space. 

“On the surface it might seem 
we're crazy for passing up this 
volume business, but actually we 
are ahead of the game. So much 
so, that we will continue this 
policy.” 

One of the reasons for this 
unique business method, is the 
type of business available to 
Rose’s Hardware. It is a large 
residential area, with most of 
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Painters As Well As Other 
Commercial Interests Do 
Not Receive Customary 

Discounts At Rose's Hardware 
In Long Beach, Calif. 
Strict Adherence To This 
Store Policy Has Had No 
lll Effect On Business 





the home owners being young 
couples. It is not, in other words, 
any sort of the usual semi-indus- 
trial type of a location. Builders, 
painters, roofers, and the like 
are not in the habit of coming 
to Rose’s Hardware store. They 
do their buying in the genera! 
area of their work—which is 
not near Rose’s Hardware. 

When someone who believes 
he is entitled to a customary 
discount does ask for it, he is 
turned down with the reasons 
given as listed above. Very few 
make the purchase and pay the 
full price; but even so, Mr. 
Quinn feels the store is ahead 
of the game. 
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MANAGER -BUYER Richard H. 
Quinn (above) stands in front of a 
gondola of Rose’s Hardware & Toy 
Circus, Long Beach, Calif. 


Arguments between employees 
and a customer over discounts 
are eliminated—when none are 
given. You know the kind: the 
customer says last time he got 
a discount from a clerk and so 
he should this time. Of course he 
rarely remembers who waited 
on him. But he’s positive he 
got the discount, and he wants 
it again. 

“T think all too many store op- 
erators have wasted money and 
space tied up in too large a stor- 
age place and extra stock,” says 
Mr. Quinn. “The merchandise 
stays there week after week, 
earning nothing. Better, I think, 
to convert the space to retail 
display and to sell the items. 
After all, that’s why we’re here. 
To sell merchandise!” 

Selling merchandise is just 
what this progressive store is 
doing. It is a busy place. Dur- 
ing the week there are seven em- 
ployees, including Mr. Quinn. 
Saturday and Sunday finds 10 
working the floor. 

Apparently proof enough that 
discounts can be _ successfuliy 
eliminated! 
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Trial Runs Sell 250 Mowers 


. . . for Neighborhood 
Dealer in Phoenix 


By R. J. Preach 


Preach's Hardware, 
Phoenix, Arizona 


; prcmieaey a sharp cut in the profit potential is 
no way to sell power lawn mowers. 

For several years we have been averaging sales 
of 250 units per year in our small “neighbor- 
hood” hardware store in Phoenix’ northwest 
residential district. During that time we have 
kept most sales at or near full list, have dabbled 
with trade-ins only on rare occasions when the 
customer insists upon it, and have used no exten- 
sive advertising program. Power lawn mower 
sales are one of our most important profit sources, 
but they have become so only because we have 
made a consistent, determined effort to keep them 
profitable. 

When we started out on the campaign, we 
found that homeowners were probably confused 
over the power mower subject. All had heard 
arguments pro and con as to the relative merits 
of two-cycle and four-cycle motors, the useful- 
ness of electric lawnmowers compared to gaso- 
line, extravagant claims for this and that make, 
etc. Dealers of almost every type were out after 
the rich year-’round market which Phoenix repre- 
sents, using fantastically high trade-in allow- 
ances, price slashes, and other methods to attract 
sales. Power lawn mowers could be bought in 
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an ae ial 
LAWN MOWERS ARE LINED UP ready for trial run 
on Preach Hardware lawn next to store. 


super markets, super drug stores, and in almost 
every corner service station. 

One point which was clearly discernible in this 
mass of confusion was that few of the home- 
owners who were logical prospects for power 
lawn mowers had any previous experience with 
them unless they had taken a trial run with a 
neighbor’s machine. We found that wherever a 
homeowner bought a particular make of lawn 
mower, and was satisfied with it, in all likelihood 
other families in the same block would buy the 
same make of machine. 

Since our neighborhood hardware business has 
been built on a platform of standing behind 
everything we sell, taking back anything with 
which the customer has not been satisfied, and 
maintaining profitable prices, we felt that we 
could do the same thing with power lawn mowers. 
Our first step was to select three nationally- 
advertised lines, all dependable, trouble-free ma- 
chines, and to restrict our promotion to these 
three. One of them, incidentally, is an electric 
power mower, which we have continued to carry 
because it will sell to women, elderly homeowners, 
and others who have no desire to tangle with the 
complexities of gas-powered varieties. 

Next, we set up facilities for demonstrating 
power mowers “on the spot” so emphatically that 
if the homeowner has any doubt as to what the 
mower will do, he can dispel them without leav- 
ing the store. Through most of the year we dis- 
play a row of power lawn mowers, hand mowers, 
and associated equipment, such as lawn seeders, 
lightweight wheelbarrows, etc., along the drive- 
way which leads up to our colonial-styled store. 
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Immediately behind this are three lots of open 
grass, exactly the same as is used for most of the 
city’s lawns. We seldom sell a lawn mower to a 
customer who is buying one for the first time 
without firing up the model which has caught his 
attention, and inviting him to push it over the 
lawn, until he satisfies questions for himself. Any 
of three people in the store, including a saleslady, 
can demonstrate the mower effectively. Where 
skittish women are concerned, the fact that an- 
other woman is starting up the machine, and 
cutting with it before their eyes, is a potent con- 
fidence-builder. 

Because we can duplicate on the lawn beside 
the store almost any situation with which a home- 
owner will contend with, we can make almost 
every demonstration produce a sale—even where 
the customer must “talk things over with the 
wife,” which usually means that he wants to 
look into the finances. It has never been neces- 
sary to load up a power lawn mower into a truck, 
deliver it to the customer’s home for a “free home 
trial” or any such expensive, time-wasting opera- 
tions. Instead, the store lawn does the trick. 
(Incidentally, our prospective customers keep it 
mowed nicely throughout most of the year!) 

As pointed out above, every power lawn mower 
goes out with an unconditional guarantee, which 
means that we will take it back, with no questions 
asked, during any reasonable length of time. We 
have done so on several occasions, and in every 
instance the customer has been so pleased at our 
cooperation that he has either purchased another, 
or recommended us so enthusiastically that we 
have sold mowers to his neighbors. When one 
customer who had bought an expensive model 
three months before, complained bitterly in the 
store, I simply told him to bring it in for full 





ADJUSTMENT OF ELECTRIC MOWER is shown by Mr. 
Preach to a prospective customer who will try mowing on 
this plot of ground. 
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credit. He was dumbfounded, but, of course, 
highly pleased when I told him that I would relay 
his entire story to the manufacturer, who would 
make the guarantee good. That customer imme- 
diately bought another model, and during the 
following month I sold similar models to neigh- 
bors on each side of his home. Nobody to date 
has taken any advantage of this across-the-board 
guarantee, and the confidence which it instills 
gives a homeowner a solid reason for investing 
more in a lawn mower in terms of long, reliable, 
guaranteed service, rather than an “economy 
price.” 

Next, to offset the confusion mentioned above, 
I felt that the testimonials of actual users would 
be worth far more than all of the blandishments 
which I could lavish on any mower myself. Con- 
sequently, when we sell a power lawn mower, we 
immediately make up a file card which carries 
every detai] regarding the sale, plus comments 
which are obtained from periodic telephone call- 
backs to the customer. We phone frequently 
enough to know which customers are voluble in 
praising a power mower, and which are less 
loquacious. That file, now amounting to upwards 
of a thousand names, is our “convincer” where 
a prospective purchaser is hesitant. Getting the 
prospect’s address, we can almost always find a 
previous power mower customer who lives in the 
same block, or nearby, and suggest that the new 
prospect check with his neighbor before going 
ahead with the purchase. The unvarnished com- 
ment of one typical homeowner to another as to 
what he thinks of his power mower and the dealer 
who sold it to him is the finest sales clincher 
which we have ever developed. 

When a customer balks at the list price which 
we quote on a power mower and complains that 
he has seen the same mower advertised for less 
elsewhere, we have found that a display of hand 
mowers outside furnishes an excellent psychologi- 
cal offset to this situation. We carry only top- 
quality, expensive hand mowers, all ball-bearing, 
completely guaranteed varieties, and when we 
point out that our price on hand mowers is cor- 
respondingly higher than most prices offered in 
the city, we can capture the customer’s interest. 
Pointing out that we give an unconditional guar- 
antee only because we feel that the equipment 
will do the job for which it is designed with a 
minimum amount of service troubles seems to 
“make sense” more graphically in discussing 
hand mowers with which the prospect is already 
familiar, than in terms of expensive power mow- 
ers. At any rate, we put across the point that we 
are selling long-term service and satisfaction, 
rather than a competitive figure. There is less 
objection to this, we have found, than ordinarily 
expected. 

The fact that we have a complete lineup of 
lawn care supplies, and sell one of the eity’s big- 
gest volumes of fertilizer, grass seed, and tools, 
is introduced somewhere along each lawn mower 

(Continued on Page 45) 
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DEALERS STOP AT KNOX HARDWARE I AND PRODUCT PRESENTATION 


Dealers Go On Store Tour 


Southern California Group Holds Clinic and Visits Eight Stores 


HE Pacific Southwest Hardware Association 

guided 92 hardware people, representing 87 
stores, on a tour of eight retail stores as part 
of a store-operation clinic on Nov. 5. 

The group, representing 87 stores from all sec- 
tions of the area serviced by the Association, 
headquartered at the Disneyland Hotel, Anaheim, 
California. The Clinic lasted for three days, 
Nov. 4-6. 

Dealers were represented from Southern Cali- 
fornia, Arizona and Nevada. Two 49-passenger 
charter Gray Line buses moved dealers in two tours 
to cover eight stores. Routings were designed so 
that each group covered the same stores but were 
scheduled at two different intervals. At each 
retail store stop a manufacturer-sponsor pre- 
sented a merchandising promotion of his product 
in natural retail surroundings. Also the tour par- 
ticipants were conducted through the store by 
a pre-trained guide. Besides receiving a prod- 
uct merchandising presentation, the participants 
gained ideas for their own stores by studying the 
eight stores. 





Various Types of Stores Visited 
Stores used on the tour consisted of shopping 


ONE OF TWO BUSES picks up dealers after touring center stores, downtown stores, hardware-lumber 
Buena Park Hardware, Buena Park, California. stores, new area stores, remodeled stores, new 
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DEMONSTRATION CLINIC is given to acquaint dealers 
with Black & Decker display unit. 


stores and old stores, therefore showing all pos- 
sibilities of adapting the merchandising tech- 
niques. 

All tour participants had guide brochures that 
gave the important information about the stores 
as to size, number of employees, hours, and any 
other data that would be of assistance. Al] tour 
participants were equipped with badges showing 
their first name and home town. Participants 
were also encouraged to move around on the 
bus and to exchange seats so that they would 
have the opportunity to talk to everyone in at- 
tendance during the course of the tour. 

Upon return to Disneyland Hotel at 6:30 p. m. 
a hospitality hour and dinner concluded the day. 
At this time the sponsors and wholesalers joined 
the tour participants. 

One of the most interesting stops was a store 
devoted to packaging, where association field men 
had aided the management in finishing their pack- 


TRUE TEMPER PRODUCTS are shown in ideal display 
and product information given by Norvell Chancellor. 


aging project so that a complete idea store was 
available on packaging. 

Manufacturers who cooperated were: Amerock 
Corporation; Black & Decker Mfg. Co.; Hamilton 
Manufacturing Company; Scovill Manufacturing 
Company; True Temper Corporation; Old Colony 
Paint & Chemical Co. 

On Monday and Wednesday, preceding and fol- 
lowing the tour, clinic sessions were conducted 
at Disneyland Hotel each afternoon and divided 
into four one-hour periods, covering Packaging, 
Advertising, Credit, and Labor Relations; fol- 
lowed by a dinner discussion period. 

Each clinic session day proved to be a real 
winner and participation was good. All dealers 
expressed the value of this educational period. 
The clinic sessions were moderated by Otte Grigg, 
managing director of Pacific Southwest Hardware 
Association, who also assembled the various panel 
experts available for each of the different sessions. 





Trial Run (Cont. from Page 43) 


sales route, which helps to impress the customer 
with the fact that we are “lawn specialists.” 

As for trade-ins, none of the lines which we 
carry have made any splash with oversize trade- 
in allowances, or national campaigns in popular 
magazines and newspapers. Where the customer 
is a “regular,” has a mower to trade which we 
know as a worthwhile resale value, we will occa- 
sionally take it in. However, this has been con- 
fined primarily to used power mowers which the 
customer has found too small to tackle his own 
needs, rather than hand mowers. 

We do very little advertising, and when we do 
mention power lawn mowers in neighborhood 
newspapers, handbills, etc., the emphasis is never 
on price. It instead, is on the manufacturer’s 
name, and the Preach guarantee, which, experi- 
ence has taught us, can sell just as many lawn 
mowers as a “sacrifice price.” 
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Old Firm Goes Self-Service (Cont. from Page 40) 


always amazed. As many as four may be in 
operation within the 14,000 square foot store at 
a time. 

Good Public Reiations 

“The lift trucks are probably the best bit of 
public relations we have developed,’ Wilbur Ladd 
of the management said. “We know for certain 
that they are talked about whenever a first-time 
customer reaches home.” 

Planned for the future are many elaborate tool 
demonstrations, usually staged during each eve- 
ning opening hours, for the home hobbyist, home- 
maker and craftsman, constant at the housewares 
demonstration, and an elaborate newspaper ad- 
vertising program. Because it combines ali of 
the advantages of a pleasant, unique shopping 
center with a 20,000-item inventory, Ladd’s ex- 
pects the big Pueblo store to because a landmark 
in Colorado hardware retailing. 
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Gatherings Will Emphasize Selling 


Good Business in ‘58 Is Predicated Upon Greater Selling Effort 








Jan. 


Jan. 


Jan. 


Jan. 


Jan. 


Jan. 


Jan. 


Jan. 


Jan. 


SCHEDULE OF CONVENTIONS AND SHOWS 


. 5-10 


6-17 


16-23 


16-23 


19-21 


19-23, 


19-24 


21-23 


26-30 


26-28 


PITTSBURGH GLASS & POTTERY EXHIBIT, Penn- 
Sheraton Hotel, Pittsburgh, Pa. (Associated Glass & Pot- 
tery Mfgrs., J. M. Hammer, Executive Secretary, Box 


227, Knox, Pa.) 


INTERNATIONAL HOME FURNISHINGS MARKET, 
Merchandise Mart, Chicago, Ill. (W. O. Ollman, Mart 
Gen. Mgr., Chicago.) 


NATIONAL HOUSEWARES EXHIBIT at Navy Pier 
and Drill Hall, Chicago. (National Housewares Manu- 
facturing Association, Dolph Zapfel, Merchandise Mart, 
Chicago, III.) 


INDEPENDENT HOUSEWARES EXHIBIT at the 
Morrison Hotel, Chicago. (Independent Housewares Ex- 
hibit, Inc., 8 S. Dearborn St., Chicago 3, II.) 


INTERMOUNTAIN ASSOCIATION HARDWARE & 
IMPLEMENT DEALERS CONVENTION at Hotel 
Boise, Boise, Idaho. (Leon Weeks, Intermountain Assn. 
Hdw. & Imp. Dealers, 308 Continental Bank Bldg., Boise, 
Idaho.) 


NATIONAL ASSOCIATION OF HOME BUILDERS 
13th ANNUAL CONVENTION & EXPOSITION at the 
Conrad Hilton and Sherman Hotels and Chicago Coliseum. 
(National Association of Home Builders, 111 W. Jackson 
Blvd., Chicago 4, Ill., Chairman—Paul S. Van Auken.) 


46th CALIFORNIA GIFT SHOW at the Ambassador and 
Biltmore Hotels, Brack Shops, Merchandise Mart, Indi- 
vidual Showrooms. (Trade Shows Ltd., Los Angeles Bilt- 
more Hotel, 672 S. Lafayette Park Place, Los Angeles 57, 
Calif.) 


THE MOUNTAIN STATES HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION at the Cosmo- 
politan Hotel, Denver, Colorado. (Francis W. Reich, 1233 
Spruce St., Boulder, Colorado.) 


17th LAMP, PICTURE AND ACCESSORIES SHOW at 
the Los Angeles Biltmore Hotei, 672 S. Lafayette Park 
Pl., Los Angeles. (Trade Shows Ltd., Los Angeles Bilt- 
more Hotel, 672 S. Lafayette Park Place, Los Angeles.) 


PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSOCIATION MEETING, Portland, Oregon. (Mal- 
colm Smith, Managing Secretary, 210 Empire State Bldg., 
Spokane, Wash. 


{Continued on facing page) 
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HIS is the time of the year 

that prognosticators present 
conflicting forecasts for the com- 
ing year. As usual the pessi- 
mists are in greater number 
than the optimists. 

However, business leaders feel 
that there is an opportunity for 
good business in ’58 for retailers 
if they will set their sights for 
a reasonable increase and then 
make every effort to do the right 
thing in promoting and selling 
their wares. 

Manufacturers and _ whole- 
salers as well as others in the 
industry will be concentrating on 
this theme at the winter shows, 
markets and conventions. 

The outlook may be a little 
brighter than the pessimists 
predict. For example, the U. S. 
Department of Labor has issued 
their construction outlook for 
1958. which according to esti- 
mates will be about five percent 
above the expenditures of 1957. 
This will amount to $49.6 billion 
dollars as compared to $47.2 
billion in 1957. This includes an 
increase in residential buildings 
of six per cent. In the home 
improvement field there is esti- 
mated to be a nine per cent 
increase or a total of $4,250- 
000,000. 

This latter category offers 
great opportunities to the retail 
hardware field. 

The Home Improvement Coun- 
cil is doing their bit to spur on 
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home alterations and additions 
with a contest which opens as 
of Jan. 1. It closes on June 30. 
There will be a total of $125,000 
awarded to winners with the first 
prize being $25,000. 

The President of Kentile, Inc., 
David O’D. Kennedy, announced 
recently that the survey of 
theirs based on 48 states indi- 
cated increased activity in 1958. 
He predicted that housing would 
stage a sharp recovery with 
home starts between one million 
and 1.1 million. He also stated 
that the survey disclosed that 
the average floor space for 
homes would increase from 1350 
square feet to approximately 
1450 square feet in 1958. 

Other interesting survey fig- 
ures that concern retailing show 
that births are expected to hit 
4,415,000 this vear; marriages 
may climb to 1,539,000. 

At a special retail clinic held 
in San Francisco last October 
by department stores, it was 
found that 70% were planning 
an expansion of their present 
facilities during 1958 which 
shows a good amount of faith 
in future business. 

An announcement from the 
Lawn Mower Institute, Inc., 
states that the outlook for 1958 
appears bright for the power 
lawn mower industry, according 
to H. K. Howell, executive sec- 
retary. A consensus of leading 
manufacturers is that sales will 
be slightly over the record 
breaking 1957 season in which 
it was estimated that 3,300,000 
units were sold. Since 1950 
the industry produced approxi- 
mately $15,850,000 power lawn 
mowers, of which $13,530,000 
were produced in the last six 
vears. 

Some business economists are 
predicting that the first part of 
1958 will be slow and will pick 
up toward the middle of the 
year. 

At the markets, shows, and 
conventions this year, hardware 
dealers will find plenty of help 
from all phases of the industry 
particularly regarding improved 
selling techniques. Profit is still 
a hard nut to crack, but dealers 
will also find help from speakers 
and successful retailers. 
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HOME IMPROVEMENT PRODUCTS SHOW, Sherman 
Hotel, Chicago, Il. (Home Improvement Products Show, 
Suite 1103, 331 Madison Ave., N. Y.) 


NATIONAL GARDEN SUPPLY TRADE SHOW, New 
York Coliseum. (Garden Supply Merchandiser, E. F. 
Arenz, Director, 1901 St. Paul St., Baltimore, Md.) 


NORTH COAST RETAIL HARDWARE ASSOCIATION 
HARDWARE INDUSTRY SHOW & CONVENTION at 
Portland Masonic Temple, Portland, Oregon. (NCRHA, 
Martin W. Danko, Mg. Director, Route 12, Box 109, 
Tacoma, Washington.) 


WESTERN CHINA, GLASS GIFT, JEWELRY, TOY, 
STATIONERY & HOUSEWARES SHOW at the Civic 
Auditorium, Sheraton Palace, St. Francis & Sir Francis 
Drake Hotels and Western Merchandise Mart, San Fran- 
cisco. (Kay Leber, Western Merchandise Exhibitors As- 
sociation, 1355 Market St., San Francisco.) 


WINTER MARKET at the Western Merchandise Mart, 
San Francisco. (A. Cameron Ball, Western Merchandise 
Mart, 1355 Market St., San Francisco, California.) 


PORTLAND GIFT SHOW, Public Auditorium and Plaza 
and Benson Hotels, Portland, Ore. (Kay Leber, 1355 
Market St., San Francisco.) 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW at the Civic Auditorium, San 
Francisco. (Krueger B. Jacobsen, 122° Ninth St., San 
Francisco, Calif.) 


NORTHERN WHOLESALE HARDWARE COMPANY 
CONVENTION AND MERCHANDISE SHOW, Port- 
land, Ore., 805 N. W. Glisan St. 


SEATTLE GIFT SHOW, Seattle Civic Auditorium, 
Olympic and New Washington Hotels and the Terminal 
Sales Building, Seattle, Wash. (Kay Leber, 1355 Market 
St., San Francisco.) 


MARSHALL WELLS CONGRESS FOR PORTLAND 
BRANCH at Multnomah Hotel, Portland, Oregon. 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION & SHOW at Long Beach Municipal Audi- 
torium, Long Beach, Calif. (PCHA, Otto H. Grigg, Mg. 
Director, 1519 So. Garfield, Los Angeles 22.) 


PORTLAND BOAT SHOW, Pacific International Live- 
stock Exposition Bldg., Portland, Ore. 
MARSHALL WELLS CONGRESS FOR 
BRANCH, Spokane, Washington. 


SPOKANE 


FOURTH HARDWARE TRADES FAIR, London, Eng- 
land, British American Trade Center, 310 Sansome St.. 
San Francisco. 


NATIONAL SPORTS & BOAT SHOW at San Francisco 
Cow Palace. (Thomas R. Rooney, Manager, 325 Pacific 
Ave., San Francisco.) 


27th DENVER GIFT & JEWELRY SHOW at the Hotel 
Albany, Denver, Colo. (A. E. Allied Exhibitors, Inc., 3832 
Wilshire Blvd., Los Angeles.) 


1957 AMERICAN TOY FAIR, Toy Information Bureau, 
200 Fifth Ave., New York City, Horatio D. Clark. Sect. 
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SHOWS ARE EDUCATIONAL FOR BUYERS 


i's To Shop At fia. 
MESSICK’S . . . Your Friendly Store 
WE nce THRIFTY SHOPPER isos 
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TOP BILLING is usually given to housewares or giftware 
items in Messick’s ads which are run consistently in a 
local newspaper. 
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—. it coincidence, but a question asked of 
Walter H. Messick of Messick’s Hardware in 
Salinas and a few hours later of John Buttgereit, 
manager of ADH Hardware in King City, brought 
almost identical answers. 

The question: “What is your most profitable 
department ?” 

Answer: “Giftware—thanks to my woman 
buyer.” 

Mrs. Thelma Taylor, Messick’s giftware buyer, 
has attended the Los Angeles and San Francisco 
shows regularly. They gave her valuable schooling 
when she was new in the business and have 
served as profitable “refresher courses” ever 
since. 

How profitable Mrs. Taylor’s acumen with gift- 
ware has been is attested by the growth of the 
department. Giftware now occupies one third of 
the total floor space at Messick’s large store, and 
is permanently displayed in one of the two extra- 
large windows. 


Heavy Mark-Up 


“It is quickly obvious to any hardware man 
who looks into the matter that giftware can carry 
a heavier mark-up than any other type of store 
merchandise,” says Mr. Messick. “But he will 
learn just as quickly, once he puts in such a de- 
partment that heavier transportation costs, break- 
age and labor for handling—including gift wrap- 
ping can cancel out that mark-up profit.” 

According to Mr. Messick, the profit, if there 
is to be one, depends almost entirely on the skill 
of the buyer and it stands to reason that a woman 
will have a better idea of what will sell to women 
than a man could hope to have. She'll also be 
quicker to note style trends. 

It helps, too, to keep a close eye on inventory 
and close out high style items before they become 
permanent fixtures, taking up space that could 
be used more profitably. “The length of time we 
can afford to keep items in stock varies with 
the item. There is certainly no rule of thumb. 
It is quite possible to have china stock on the 
shelves for two years and then suddenly have a 
run on it and sell it out within a few months. 
But two years is too long to wait for the run... 
we'd never buy that item or style again. All of 
our giftware items are dated so we know exactly 
how long they take to sell.” 
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Messick’s carries six lines of china displayed 
in about 40 feet of wall shelves—plus an addi- 
tional 15 feet of wall shelves labelled “Breakfast 
Ware.” The price range is from $3.98 to $15 
per five piece set. The number of imported 
china cups and saucers—specialty items—sur- 
prised even the staff when the results of a recent 
inventory count were announced. There were 
300 different styles and designs. The price range 
of these cups and saucers is between 78¢ and $15. 

The purpose of carrying so many lines, which 
of course adds to the burden of paperwork, is to 
establish Messick’s as the place to shop for china 
and giftware. 

“A shopper wants to see a variety of styles and 
wants a chance to compare different priced lines. 
If we carry only one or two lines she'll have 
to go elsewhere to do her comparing, and she 
might buy elsewhere.” 

Another means of establishing Messick’s as a 
china and gift center is through advertising. The 
average ad, run weekly, is a 14-inch 3-column 
width, and china or some giftware item always 
gets top position and the giant share of the 
space. “After all, people know from the 
of the store that we carry hardware,” Messick 
explains. “But we have to tell them and show 
them that we have giftware.” 


name 


The mass display of giftware in the window 
is another way of registering with the publi 
that the store is a giftware center, and the array 
inside leaves no doubt of it. Each of the hun- 
dreds of items is within sight and reach of the 
customer. The shopper can browse to her heart's 
content and be certain, from the extent of the 
display, that she would be unlikelv to find a 
better selection elsewhere. 


(Ple sé Turn Page ) 
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FROM THE FRONT PANE of Messick’s exceptionally 
deep window, the passer-by sees china and giftware as 
far as the eye can reach. He or she doesn’t have to in- 
quire to know that this store offers a tremendous selec- 
tion. Not only is variety and quantity stressed but em- 
phasis is also placed on quality, style and display. 
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ATTENDING MANUFACTURERS’ MARKET SHOWS 
has kept ADH Hardware in King City in touch with the 
consumers’ buying pulse. Mrs. Faye M. Wood (above) 
ADH giftware and houseware buyer stands behind the bar 
equipment counter which has been a good profit-maker. 





EQUALLY DIVIDED INTO THREE PARTS, one third 
of the entire store space is allocated to giftware. Wall 
shelves on the right (not visible) hold dinnerware im six 
different lines while another third of Messick’s Hardware 
floor space is given to housewares. The remaining third is 
for display of general hardware merchandise. 





A PERENNIAL TOP SELLING ITEM in Messick’s gift- 
ware department is milk glass (above) which gets oc- 
casional top billing in the store’s newspaper advertise- 
ments. The line on the counter has been shown at shows 
on the Pacific Coast. 
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Mrs. Taylor says that the manufacturers’ mar- 
kets do for the store buyer what Messick’s does 
for the customer—provide opportunity to browse 
around, compare lines, styles and values . . . and 
make a wiser selection. 


King City Store Finds Giftwares Sell 

John Buttgereit at ADH Hardware in King 
City, in contrast to Walter Messick, has only re- 
cently begun to build up his giftware depart- 
ment, but he has reached similar conclusions— 
that giftware can be highly profitable and that 
a woman buyer is the surest way to make it so. 
Mrs. Faye M. Wood is his giftware and house- 
ware buyer. Although she is new to the business, 
the profits in these departments have steadily 
increased since she took over. 


Buttgereit confesses that he had no interest 
in giftware. “It takes someone with an interest 
. someone who knows decorating trends and 
who knows what is practical from the woman’s 
point of view. We have found that a giftware 
and houseware department, to make good profits, 


should have a quarterly turnover of merchandise. 
To get that frequent a turnover you need a buyer 
with a pretty sure eye for what will sell.” 

Eighty percent of ADH’s customers in King 
City, a town of approximately 2000 persons, are 
charge customers who look to ADH to fill all the 
hardware needs of an agricultural community. 
This situation poses a problem when it comes 
to attempting to build up a more profitable de- 
partment without decreasing the amount of space 
given to general hardware supplies. However, 
Buttgereit has doubled sales since he became 
store manager in 1945—without any increase in 
floor or warehouse space—simply by taking mer- 
chandise out from behind counters and under 
counters and putting it within customer sight 
and reach. 

“The next step is to get the latest model island 
gondolas to enable us to display up to one-third 
more merchandise than we can show now. When 
we have these, we can expand our giftware and 
housewares department at least 30%.” Mrs. 
Wood, who attended her first manufacturers’ 
market last year, is confident that with the help 
of such educational opportunities she’ll be able 
to use that extra 30% to advantage. 








MANY EVENTS WILL DRAW DEALERS 


NHMA NATIONAL HOUSEWARES SHOW 
Jan. 16-23, Navy Pier and Drill Hall, 
Chicago 

BUSINESS WILL BE BET- 
TER in 1958, according to 73 


percent of the housewares manu- 
facturers who were questioned 
by the National Housewares 
Manufacturers Association re- 
cently. This question was a part 





LADIES’ LUNCHEONS are popular at Conventions as attested by this group 
at California Retail Hardware Association Convention last year. 


of a survey conducted before the 
1958 show which is sponsored 
by the association. 

The buyers who were also 
included in the study were not 
so optimistic. Only 53 percent 
looked for continued upturn; 37 
percent said “about the same” 
in 1958. 

By and large this kind of 
attitude should mean that buy- 
ers will be interested in saleable 
merchandise. 

Manufacturers’ requests for 
display space will exceed those 
for any previous January show. 
More than 700 manufacturers 
will display samples of almost 
the nation’s total annual house- 
wares production. 

Buyer registrations are ex- 
pected to equal at least the 
record 10,890 recorded for the 
last January show in Chicago. 

In anticipation of increased 
attendance, more than double 
the free bus service between 
Navy Pier and Loop and North 
Side hotels provided during last 
year’s show will serve buyers 
and exhibitors. Arrangement has 
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been completed for operation in 
the morning of 22 buses on a 
five-minute schedule from 8 a.m. 
to 10:30 a.m. each day the show 
is open. 

Return service to the hotels 
will be continuous, starting at 
3:30 p.m. and continuing as long 
as needed each day of the show. 
Continuous loading will be pro- 
vided just outside the main en- 
trance to Navy Pier, with 25 
buses providing afternoon ser- 
vice to the severa! hotels. 

Buyers, manufacturers and 
other industry representatives 
from all 48 states, Canada and 
many foreign countries will be 
represented at the show. 

For Details Circle 76 on INQUIRY CARD 





CONVENTION AND 
SHOW SERVICE 


IF YOU ARE INTERESTED in any of 
the shows, markets, and conventions 
listed here, just circle the correspond- 
ing number listed at the end of each 
news item on the inquiry. Inquiry card 
located between pages 66 and 67. The 
Hardware World stoff will give special 
attention to such requests so that the 
spormsors of the various events will be 
= to send full particulars to you in 
ime. 





CALIFORNIA GIFT SHOW 

January 19-24, Biltmore and Ambassador Ho- 
tels, Brack Shops and Merchandise Mart 
Los Angeles 


SELLING THE ENTIRE 
FAMILY will be a theme 
stressed by many of the 550 
exhibitors at the 46th California 
Gift Show. Suburban shopping 
centers and store-wide promo- 
tions relating all departments 
are two trends which have 
brought about the emphasis on 
merchandising to the entire 
family, according to market ex- 
perts. 

The consensus of the giftware 
manufacturers and representa- 
tives who are readying new lines 
and new promotions for the show 
is that making a full range of 
products available wherever 
people want to buy will draw 
more traffic and deliver greater 
volume. 

Some of the major industry 
changes will be discussed at the 
Buyers Breakfast Jan. 21 in the 
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DEALERS LISTEN intently to convention speakers such as this group at 
last year’s convention of the California Retail Hardware Association. 


Biltmore Bowl with Hal Peary 
of radio and motion pictures the 
master of ceremonies. 
According to Jim Wilkins, 
chairman of the show committee, 
advance plans are being made 
to attend the show by every key 
buyer west of the Mississippi. 
For Detcils Circle 77 on INQUIRY CARD 


HOME IMPROVEMENT PRODUCTS SHOW 
January 27-29, Sherman Hote! 
Chicago, Hi. 

A MEETING PLACE WHERE 
manufacturers and dealers, hav- 
ing a specific interest in each 
other, get together in an envi- 
ronment exclusively devoted to 
them, is the way David E. 
Winnick, executive director of 
the HIP Show describes the 
function of this event. 

One of the features of this 
year’s show will be an extensive 
educational program devoted to 
specific problems and how to 
solve them. Experts will speak 
on such topics as retail man- 
agement, direct salesmanship, 
meaning of the new FTC rules 
on storm windows and door 
selling practices as well as other 
pertinent aspects of retailing 
specialties. 

Promotors of the show aim to 


make this event the one market- 
place of the year for manufac- 
turers and selling ends of this 
business to get together and 
serve their individual interests 
in one concentrated and produc- 
tive period. 
For Details Circle 78 on INQUIRY CARD 


WESTERN MERCHANDISE EXHIBITORS SHOWS 
San Francisco—Feb. 9-5, Civic Auditorium, 

Sheraton Palace, St. Francis and Sir Francis 
Drake Hotels and Western Merchandise Mart 


Portiand—Feb. 9-12, Public Auditorium, 
and Plaza and Benson Hotels 


Seattle—Feb. 16-19, Civic Auditorium, 
Olympic and New Washington Hotels and 
Terminal Sales Building 


THE TREND at this year’s 
shows in San Francisco, Seattle 
and Portland will be the presence 
of more eastern manufacturers 
who will show their lines di- 
rectly. Of last year’s total ex- 
hibitors, seven percent were 
from the east as compared to 
about 15 percent this year. 

Another marked trend will be 
the showing of more imports 
from Europe and the Orient. 

The demand for space in 
December exceeded last year’s 
show total of 355. It is expected 
that more than 450 exhibitors 
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will display their wares this 
year. 

Anticipated attendance at the 
San Francisco show is 5000, 3000 
at Seattle, and 2500 at Portland. 

For Details Circle 79 on INQUIRY CARD 


HARDWARE INDUSTRY SHOW AND CONVENTION 
Feb. 2-4, Masonic Temple 
Portland 


SPEAKERS AND PROD- 
UCTS—Sponsored by the North 
Coast Retail Hardware Associ- 
ation, this year’s event will com- 
bine exhibits of merchandise 
shown by manufacturers, whole- 
salers and manufacturers’ rep- 
resentatives, together with a 
convention program of prom- 
inent speakers. 

On the social side the program 


includes luncheons, receptions 
and the closing banquet. 
The show is designed for 


hardware merchants who want 
to know what to expect in the 
coming year, what to plan, what 
to do and how to distribute 
merchandise. 

For Details Circle 80 on INQUIRY CARD 


WESTERN WINTER MARKET 
Feb. 3-7, Western Merchandise Mart 
San Francisco 


PERSUASION — “Although 
there is a noticeable tendency 
to caution and restraint in con- 
sumers’ purchases, they can be 
persuaded to buy if sellers use 
enough ingenuity in selecting, 
advertising and presenting their 
wares,” according to A. Cameron 
Ball. general manager of the 
Mart. 

He continues, “Every pub- 
lished statistic proves that they 
have the money. The challenge 
is to get them to spend it.” The 
exhibitors in the Mart are pred- 
icating their approach on this 
theory of Mr. Ball’s. They will 
offer retailers many opportuni- 
ties to select merchandise with 
great selling appeal. 

Market activities will be a high- 
light of the event as usual. On 
Monday, Feb. 3, the San Fran- 
cisco Floor Covering Club will 
present their floor covering in- 
dustry dinner which will be pre- 
ceded by a no-host cocktail 
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party. Speakers at the dinner 
will be W. C. Hammel, Sr., vice 
president in charge of sales for 
Alexander Smith, Inc., who will 
speak on “Program your Buying 
and Selling’; Paul M. Jones, 
president of the Carpet Institute, 
Inc., who will discuss “Carpet 
Institute Program Plans for 
1958”; and Poncet Davis, Jr., 
president of Robbins Floor Prod- 
ucts of Tuscumbia, Alabama, 
who will talk on the “Observa- 
tions in Scope—1958.” General 
chairman will be Andrew Solari, 
president San Francisco Floor 
Covering Club. 

The Furniture Industry will 
hold a Breakfast on February 4 
and that evening The National 
Retail Furniture Association in- 
dustry dinner will be held. On 
February 5 the Housewares, Ap- 
pliance, Radio, and TV exhibi- 
tors on the 4th Floor will hold a 
“Bonanza Night at the Mart” 
from 5:30 until 8:00 P.M. Many 
prizes will be given out all dur- 
ing the event with a grand prize 
of $200.00 offered by the West- 
ern Merchandise Mart. Cocktails 
will be available. Most of the 
exhibitors will be dressed in 
costumes of the “Gay Nineties” 
or the “Gold Rush Days.” 


For Details Circle 81 on INQUIRY CARD 


CRHA CONVENTION AND SHOW 
Feb. 9-11, Civic Auditorium 
San Francisco 


NEW LOCATION—The hard- 
ware show will be held in a 
new location this vear, the San 
Francisco Civic Auditorium. The 
Exhibit space will be enlarged 
to include about 160 exhibits of 
the latest merchandise to be 
displayed for the benefit of the 
delegates. About 3,000 persons 
are expected to attend the 57th 
Annual Convention and Show 
according to K. B. Jacobsen, As- 
sociation secretary-manager. 

The Show starts on Sunday, 
February 9, 12 noon until 7 P.M. 
The first convention business 
session will open the 4th Annual 
CRHA Western Breakfast 9:00 
A.M. Monday, February 10 in 
Larkin Hall in the Civic Audi- 
torium. W. R. (Bill) Nobel, 


RARKRUWARE WWALY 


Washington counsel of the Na- 
tional Retail Hardware Associ- 
ation will be the first speaker, 
discussing the Wage-Hour Law 
extension, and the prospect of 
tax relief for small business and 
other related topics. He will be 
followed by Dr. Kenneth McFar- 
land who was named America’s 
outstanding salesman for 1957 
by the Sales Executive Club at 
their annual convention. He is 
educational consultant for Amer- 
ican Trucking Associations as 
well as General Motors Corpo- 
ration. 

The Delegates’ wives will be 
entertained at a luncheon and 
fashion show Monday noon. 

In the evening the delegates 
and exhibitors will meet at the 
Friendship Hour in the Fair- 
mont Hotel followed by the An- 
nual Banquet and Dance in the 
Gold Rooms of the same hotel. 

Tuesday’s business session 
will open with the Presidents’ 
luncheon at 12:30 P.M., Larkin 
Hall, San Francisco Civic Audi- 
torium. Charles M. Simmons, 
president of the Simmons In- 
stitute of Human Relations, will 
tell the dealers “How to Win 
Customers and Influence Sales 
Through Positive Thinking.” The 
Show will be open from 3:00 
P.M. to 11:00 P.M. The evening 
will be devoted to the benefit of 
hardware store employees to 
view the exhibits. A buffet din- 
ner will be served in Larkin 
Hall. 


For Details Circle 82 on INQUIRY CARD 


GIFT AND JEWELRY SHOW 
March 2-5, Hotel Albany 
Denver 


THIS SEMI-ANNUAL 
EVENT has developed into a 
giltedged showcase for manu- 
facturers and importers and a 
popular market center for buyers 
who were formerly obliged to go 
far afield in search of new 
merchandise. 

About 145 exhibitors will dis- 
play the latest creations in 
china, dinnerware, giftware of 
all types, souvenirs, pictures, 
stationery, jewelry both pre- 
cious and costume, watches, sil- 
verware, and many items in the 
line of interior home decorations. 

For Details Circle 82 on INQUIRY CARD 
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20 YEAR GUARANTEE 


SEE 






Bel-Ate 





“THE 
ALL ALUMINUM MOST 
SCREEN & CONVERTIBLE DOLLAR — 
STORM DOORS DOOR 
MODEL NO. B-l B2 B83 acme FROM 


The Complete Docr Line 





AT THE 


HARDWARE SHOW 


> BOOTH 307 





THE EXCLUSIVE San Francisco 





YANCEY Civic Auditorium 
CORNER SECTION 
\ FEBRUARY 
1 
\ 9-10-11 e 1958 
‘America’s 
most beautiful THERE’S 
Screen Door’ MORE PROFIT 
20 YEAR GUARANTEE CERTIFICATE FOR YOU 
YANCEY DOORS ARE: becouse 
e COMPLETE « THERE’S MORE “DOOR” 
¢ READY TO INSTALL FOR YOUR CUSTOMERS. 


e PRE-DRILLED ¢ HARDWARE SET e 
e AIR CLOSER e 





YANCEY COMPANY 
PACKAGED ONE TO A CARTON MANUFACTURER 


E ONLY THROUGH SACRAMENTO 
AVAILABLE ONLY 
WHOLESALE JOBBERS CALIFORNIA 
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FEBRUARY MERCHANDISING 





WINDOW A 


WINDOW B 


IN-STORE 


ADVERTIS- 
ING 


FOR AD- 
DITIONAL 


PROMOTIONS 
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FIRST WEEK 


SECOND WEEK 





Feb. 1-7 


Indoor Project Time — 
Hardware Replacement 


A Gift For Your Valen- 
tine 


Indoor Project Time — 
Hardware Replacement 


A Gift For Your Valen- 
time (‘Freatur sift 


Alternate Promotion For 
Window A: Farmers’ 


Project Time (featur 


Feb. 6-12 


Feb. 8-14 


Mother's Household 
Helpers 


A Gift For Your Valen 
tine 


Mother's Household 
Helpers 


Indoor Project Time —- 
Hardware Replacement 


A Gift For Your Valen 


tine 


THIRD WEEK 


Feb. 15-21 


Mother's Household 
Helpers 


Tools For The Special 
Job 


Tools For The Specis! 


Mother's Household 
Helpers (© 


Re-Do The Surface 


FOURTH WEEK 


Feb. 22-28 


Fixture Improvement 
Time 


Tools For The Special 
Job 


Fixture Improvement 
Time § r ture 


Mother's Household 
Helpers 


Tools For The Specia! 
Job (Cont 


Re-Do The Surface 
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THE BIGGEST SELLING CAMPAIGN 
IN LAWN SPRINKLER HISTORY! 


GET FULL DETAILS FROM 
YOUR WHOLESALER OR 
SCOVILL SALESMAN. 


Sales increases 


were reported | 


v dealers last 
year. You io the same—or 
National Advertising 


beer 


better in ‘58! Stock up... pro- 
In-Store Aids 


Almos 


in now on 


wing to GREEN SPOT. 


by SCOVILL 


NUFACTUR 


For Details Circle 28 on INQUIRY CARD 
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WATERBURY, CONN. 





FEBRUARY PROMOTIONS 





A Gift 
for Your 
Valentine 


Schedule: 
Feb. 1-14 





OBJECTIVE—To make people conscious that 
your store can be headquarters for Valentine gifts 
is the motive of this promotion. 


GENERAL PLAN — This campaign is built 
around a contest based on purchases from a sta- 
tionery store where you can buy paper hearts in 
large quantity. Each heart can represent a value 
of one dollar of purchase, or for every five dollars. 
If you choose the dollar value, place the equiva- 
lent number of hearts on the items that you 
have selected throughout the store as being ideal 
for a valentine gift. For example, on an electric 
housewares item selling for $19.50 you could at- 
tach by staple 20 hearts to the tag, or attach 
them in some other manner to the appliance. 
These hearts would make a very attractive eye- 
catcher throughout the store and would emphasize 
the fact that vou have many gifts for Valentine’s 
Day. When the person buys that particular gift, 
he or she puts his name and address and phone 
number on each card and drops the heart cards 
into a container near your checkout stand. The 
container could be shaped like a heart (see Fig. 
1) or could be a large carton with a cutout red 
heart pasted on to each side of the box. On Val- 
entine’s Day or some suitable time before that, 
you could have the drawings. To handle the win- 
ners have a large heart cut out of heavy card- 
board. On this heart place smaller hearts as 
shown in the window illustration (Fig. 2) to 
equal the number of prizes you wish to give. 
Trace lightly around each heart as you place it 
on the board so that this can be your boundary 
for writing in the prize that is to be given. 
Then replace the red heart over the written 


56 
































prize and attach it by stapling or thumtacks so 
that no one can see what is under it. As the 
drawing is made, a heart card pulled out of the 
container gets the prize written under heart 
selected on the prize board. Draw hearts until 
all prizes are selected. This campaign should 
not only attract attention from many non-cus- 
tomers, but should impress everyone including 
your regular customers what a wide gift stock 
you have, not only for valentines but for almost 
any other gift occasion. 


WINDOW —The centerpiece for this window is 
a large heart as mentioned above, cut out of card- 
board. It contains the prizes as outlined in above 
paragraph. A sign should accompany this heart 
with the following copy: “Win a Valentine Gift 
Prize. With every purchase you will receive one 
heart for each dollar value of the gift. Sign 
these with your name. address and phone number 
and drop them in the heart box inside. Come 
in and see the wide selection of gifts that we 
have for your valentine.” If you want you can 
show in the window the corresponding prizes, 
but do not indicate under what heart they are 
located. The merchandise shown in the window 
should represent the general type of gift items 
that you can offer for both men and women 
recipients. 
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Mothers 


Household 
Helpers 


Schedule: Feb. 8-21 


OBJECTIVE—General utility items around the 
home can be promoted in this campaign. 


WINDOW —The sign made to look like an en- 
larged ad taken from the classified ad section of 
any newspaper. The first line should read: “Help 
Wanted?” Under it put something like the follow- 
ing copy: “If you need help around the house to 
make those cleaning up jobs and daily duties a 
lot easier, take a good look at the items shown 
in this window. Everyone of them offer you 
some convenience and help.”” To make the win- 
dow most effective, carry the classified ad idea 
out with each item. Place card somewhere near 
the item or on it with copy designed like a classi- 
fied ad. For example, on a special plastic sponge 
type mop the following copy could be used: “Help 
wanted in mopping floors? Here is the substitute 
for drudgery. A light squeeze on the lever and 
most of the water is eliminated.” 


IN STORE DISPLA Y—Use the card similar to 
the window sign to place over your gondola or 
wall section where all of this merchandise can be 
displayed. Merchandise should include all types 
of brushes, brooms, mops, mop containers. all 
types of buckets used in cleaning, small utility 
ladders and stools, special dish cleaning equip- 
ment supplies, chemical products for cleaning and 
sanitation. 


DIRECT MAIL AD—A printed piece could be 
sent out with general copy at the top explaining 
that you have so many new and interesting things 
to help mother handle her daily chores with ease 
and convenience. Down the center print a selec- 
tion of some of these items, printed in the style 
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of classified ads. Following is a sample of a 
listing: 

DUSTPROOF your furniture with new amazing 
, a liquid which sprays on your dust rag. 
One wiping over furniture removes dust and pre- 
vents dust from collecting for several days. Price 
per eight ounce can $XX. 





RADIO AD—“Mother makes use of many tools 
around the house, too. Her tools are varied and 
do many different jobs necessary to keep the 
house comfortable and beautiful at ail times. 
Some of these tools she uses still makes the work 
a drudgery. Why not come down to Hard- 
ware Store today and see a variety of Mother's 
household helpers that we have on display. Many 
of these will make her work lighter and more 
pleasant.” 


NEWSPAPER AD-—You have your choice of 
using classified ads or using a display ad setup 
in classified advertising style. Consult your news- 
paper representative and discuss the possibilities 
of both. He'll be able to tell you under what 
classification your ads could go if you use the 
classified ad section. A very interesting display 
ad could be made up in classified ad style and 
would probably draw a lot of attention being 
placed out in the regular display section. 
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Tools For The 
Special Job 


Schedule: Feb. 15-28 


OBJECTIVE—The professional worker is the 
target of this campaign as well as some amateur 
“do-it-yourselfers” who may need special tools 
for projects they have started or for hobbies. 


WINDOW — A large streamer should be placed 
across the back of window with the wording: 
“Tools for the special job.” The tools should be 
displayed in groups. The word “Plumbing” should 
appear on a card on top of an upright display 
made of two pipes. On each of these pipes display 
various kinds of pipe tools actually attached to 
the pipe. For example, pipe wrenches of various 
sizes can be attached to the upright pipe by its 
jaws. At the base of the display show soldering 
equipment and supplies as well as other tools 
like tin snips, etc. Across the back can be strung 
an electric wire with a sign on it: Electrical 
Work. Pliers, wire cutters and other such tools 
can actually be placed on the wire. Screwdrivers. 
soldering irons and other tools can be placed on 
a platform built below it. Automotive tools can 
be hung from a Peg Board on which is a rough 
outline of an automobile and a sign can be placed 
on top of the Peg Board. Floor of the window 
can be used for masonry tools. You can use a 
piece of wallpaper of simulated brick pattern. 
Place a section of this on the floor of the window 
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A couple of 
“Masenrvy” in 


and the masonry tools on top of it. 
bricks can be used to hold the sign 
place. 


DIRECT MAIL—This type of promotion does 
not feature special prices necessarily. Its value 
is based upon calling the attention to craftsmen 
that you have their kind of tools in stock. Con- 
sequently, a direct mail letter to your general 
trade should feature the idea that many of these 
tools can be used for special jobs around the 
house. For those amateurs who need suggestions 
on how to do it as well as the tools, suggest that 
you or various members of your firm will be 
able to give them that kind of attention. Then 
list the various categories and the kind of tools 
that are needed and the price range. This can 
be a printed piece or sent out as a combination 
letter and mimeographed list. 


NEWSPAPER AD—Use the lead: “Time to 
Tool Up for the Special Job—whether you are a 
craftsman or an amateur, check your tool needs 
and then see our special tools on display at 

Hardware Store.” Mention if you have 
any credit plan by which they can procure a 
group of tools and charge them. List the cate- 
gories and a suggested list of tools under each. 
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This New 


‘Self-Service’ 





Color Center 


is making Sensational Profits for _ . 


- SUPER KEM-TONE and KEM-GLO DEALERS 





Americas 
finest 
wall paint 
and ename/ 
in matching 
colors ... 


> 
4 ' 


1. Spotlights famous 
Color Harmony Guide 
Demonstrates the 

full selling power of this 
proved sales maker. 
Customer color selection 
s fast and easy 

. Saves your time! 


2. Colors shown in 
room-like dimension 
Curved columns of 
color reproduce 
highlights and shadows 
of actual room 
conditions . 
all color guesswork 


eliminate 


Available only from these companies: 









3. Take-home chips 
© conveniently located 
Easier than ever for 


customer to pic 


The Sherwin-Williams Co., 
Detroit - John Lucas & Co., 

& Co., Pitts burgh - The Mestietiaiiiae Co 
Dayton - 


“hicago « The Lowe 
Rogers Paint Pr s, Inc., Detroit 


Brothers Co., 


















241—SELF -SERVICE counter card 
features screw driver attachment for 
electric drills. Card stand holds six 
Speed-D-Power attachments, includ- 
ing both slotted and Phillips screw 
bit. Allows customer to remove pack- 
age himself—Cummins Power Tools 





242—ASSORTMENT DISPLAY 
TRAY contains 12 1'4-ounce, six 4- 
ounce, three 8-ounce, and two 16- 
ounce plastic squeeze bottles of “El- 
mer’s Glue-All,” a white polyviny! 
resin that dries clear.—Borden’s 





243 — FOLD-A-FENCE self-display- 
ing carton permits customer to ex- 
amine the fence and detach exact 
number of sections he or she may 
want. The bulk pack is 17 inches 
high.—Fold-A-Fence Corporation 
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“PRESTO-PACK” shipper-dis- 
player contains a dozen Bake-King 
angel food cake pans in round and 
square shapes. Display is set up in 
five seconds using shipping carton as 
floor stand or setting displayer on 
counter. Only 22 inches in height.— 
Chicago Metallic Mfg. Co. 
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245—DURATITE DISPLAY requires 
only 16” x 20” space 26” high and 
displays 10 different products includ- 
ing eight colors of Wood Dough and 
eight colors of Surfacing Putty. The 
merchandise all fits on display. No 
excess stocks to warehouse.—Webb 
Products Company 
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246 — “SILENT SALESMAN” dis- 
plays two-kead Quickie Automatic 
floor mops. Six individually packaged 
mops with their own extra waxer 
heads are included in green and red 
display-carton.—Quickie Mfg. Corp. 
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247—COUNTER DISPLAY of drill 
sets contains drills which fit all '%4- 
inch electric drills. Each set is in an 
attractive, durable plastic box with 
hinged cover. Display is punched for 
peg board or background mounting. 
—Standard Tool Co. 





248—SLIDING DOOR HARDWARE 
is demonstrated by this unique model. 
Finished in natural birch frame with 
arbor free doors and an explanatory 
sales message is silk-screened on both 
the frame and on the door in two 
colors. Free to all distributors.—Mc- 
Kinney Manufacturing Company 





sists of 24 “De Luxe” first quality 
files, three each of eight different 
types, carded, pre-priced and display- 
ed on 2 free three-tier stand-up, hang- 
up metal rack.—Fuller Tool Company 
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250—GARDEN HOSE MERCHAN- 
DISER made of sturdy 18 gage steel 
covered with weatherproof baked 
enamel. Holds up to 25 coils of Swan 
Garden hose in 184,” square area. Ball 
bearing casters make for easy move- 
ment.—Swan Rubber Co. 











251—PRICING SYSTEM designed 
for pricing Peg Board display items 
meets the need for more effective and 
informative price merchandising on 
Peg Board displays. Prices made of 
polished aluminum and accommodate 
one-inch plastic price tags.—Shaw & 
Slavsky, Inc. 





252—DAY-GLO wooden display rack 
forms complete, self-contained “Fau- 
cet Aerator Department” as selling 
aid. Three-color rack holds two dozen 
assorted Bubble-Stream aerators, 
mounted in “Bubble-Pack” cards.— 
Wrightway Engineering Company. 





253—POINT-OF-PURCHASE electric 
tool displays are permanent all-metal 
show pieces designed for counter, win- 
dow or table, and are “dressed” with 
three-tool, six-tool and 12-tool assort- 
ments of drills, saws and sanders. 
Display is free to dealers.—Mall Tool 
Company. 





254—ALL-ALUMINUM mailbex is 
mounted in self-contained merchan- 
dising display unit. Slick-finished 
unit is 14” wide, 8'2” high, holding 
mailbox 12” high. Packaged in red, 
white and black gift boxes. Dealers 
save space with convenient upright 
unit.—The Duraflex Co. 





255—‘*MIGHTY MIDGET” features 
gravity feed of flashlight batteries. 
Made of wrought-iron is 6',” wide 
and 16” high. Holds 48 standard bat- 
teries and five standard two-cell flash- 
lights. Rubber footing prevents slid- 
ing.—Olin Mathieson Chemical Corpo- 
ration. 
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NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 
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MERCHANDISING 


Key Duplicating Machine 


The Jobmaster double cutter is an 
all-purpose key duplicating machine 
designed to cut every kind of 
without requiring cutter changes be- 
tween jobs. Made by The Yale & 


key 


Towne Manufacturing Company, the 
Jobmaster can duplicate cylinder, 
vertical cut, bit and barrel, double 
sided, flat and seven pin length keys. 
The heavy duty bench model has 
cylinder and flat slotting cutters on 


one shaft. Its 1/12th 
motor delivers a speed of 750 rpm. 
For Details Circle 280 on INQUIRY CARD 
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STRAPS tighten with a pull 

.. release at the touch of 
a finger. No extra charge 
for attractive display rack 
when you order 60-strap 
assortment in 30”, 4’, 6’ 





and 9 sizes. 





AEROQUIP WEBLOCK » 
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“Budget Storage Rack" 

A light duty type of shelving by 
the Burroughs Manufacturing Com- 
pany is designed for household and 
garage storage. Units are 72” high 
and 36” wide available in 12” and 18” 
depths. 

For Details Circle 281 on INQUIRY CARD 
National Brush Honored 

First place for a flexible package 
in the hard goods division was award- 
ed to National Brush Company in the 
second annual National Flexible Pack- 
aging Association Competition held 
recently in White Sulphur Springs, 
West Va. : 


Pressure 
Unlocks it 


New Product! New Profits! 


s=~eroaquip 
ROPELOCK 


Get extra sales by prominent display 
of this “tell all” carton containing 
12 individually packaged ROPE- 
LOCKS. There are many uses for 
this ingenious device that secures 
loads up to 500 Ibs. with %6" manilla 
rope; up to 800 Ibs. with 6” nylon 
rope. Just pull the rope. Tension and 
com lock it . . . no springs. Finger 
pressure unlocks it. Return the coupon 
below for complete information. 


ROPELOCK and WEBLOCK cre Aeroquip Trademorks 
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Hardware Store Register 


The Sweda cash register is designed 
for self, semi-self or clerk service. 
Provides totals for both clerks and de- 
partments. Handy feature is repeat 


on motor bar for itemization of dupli- 
cate items at identical prices which 
saves customers’ time and clerks’ ef- 
fort during rush periods. 

For Details Circle 282 on INQUIRY CARD 





283. ULTRA-MODERN, space-saving 
display features Mirro Gold Band 
Waterless Cook Ware available to 
Mirro dealers. Unit displays the en- 
tire Gold Band line on six square feet 
of counter space. Five-color sign high- 
lights the display—Aluminum Goods 
Manufacturing Company. 





284. 


BATH SCALE display 
form of an extra clerk “Betty Borg” 


in the 


is free to retailers. Six-color selector 
panel made of hard board shows four 
scales and stocks nine more in only 
three square feet of space.—Borg- 
Erickson Corp. 
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NEW PRODUCTS — Continued From Page 11 








138 — PROFESSIONAL -TYPE alu- 
minum pinking shears with self- 
sharpening, hardened steel precision 
blades. Known as “Quick Lightweight 
Pinkers,” the shears will cut all ma- 
terials from sheer nylon to heavy 
woolens. Pressure on blades is ad- 
justable.—Eastern Machine Products. 





139—“TRIM - BOY” gas-fired warm 
air furnaces are designed for efficient 
operation with perimeter, conven- 
tional, or small pipe systems. Equip- 
ped with slotted head burners which 
tailor the flame to the combustion 
chamber and heavy-duty heat ex- 
changers.—The Coleman Company. 





140—LIGHTWEIGHT and _ inexpen- 
sive riding mowers are designed to 
lighten the lawn-care requirements of 
the home owner. The Lawndale (left) 
is a 21-inch self-propelled rotary with 
riding sulky. The Pennsylvania Reel- 
rider (right) has cushion seat. — 
American Chain & Cable Co., Inc. 


JANUARY 1958 


141—CLOSET ROD with nylon 
Hanger-Glides features extruded alu- 
minum rod with a three-quarter circle 
shape. Hanger-Glide fits into end of 
rod and glides along easily on durable 
nylon base. Available in nine standard 
sizes from 36” to 96” long and in five 
finishes.—Macklanburg-Duncan Co. 
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142—BLIND FASTENER about one- 
half the length of the shortest hollow 


wall anchor previously available. 
Called the Jack Nut, it was designed 
to fill the need for a fastener to hold 
fixtures in hollow construction with 
narrow expansion areas. Jack Nuts 
are self-adjusting.—Molly Corp. 


144—STEEL SQUARES made of one- 
piece steel with the rafter or framing 
table on the body of the square. Brace 
table, octagon scale and hundredths 
scale are shown on the tongue of the 
square. Graduation are in inches from 
1/16” to 1/10”.—Great Neck Saw 
Mfrs., Inc. 
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145—GREEN THUMB bulb planter 
digs a round hole, lifts out the dirt, 
then drops it when the handles are 
spread. Makes quick work of planting 
bulbs or setting out tomato plants. 
Blades and shanks are one-piece heat 
treated forgings. Handles are made 
of ash.—The Union Fork & Hoe Co. 





143—AQUA GUN HOSE NOZZLE 
with a streamlined look and emphasis 
on easy handling. Features “green 
trigger” automatic spray and shut-off 
control. Constructed of zinc, stainless 
steel and brass and finished in gleam- 
ing, polished chrome. Comes on “See 
‘n’ sell” card—Melnor Industries. 


146—EXPANSION BOLT called the 
“Ty-Ton Rust Proof Zinc Forway” is 
an improved shield used in concrete, 
stone, brick, and other solid masonry 
materials to fasten all types of equip- 
ment exposed to vibration, variable 
and dead loads.—U. S. Expansion 
Bolt Company 
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147—PROTECT WALLS with the 
Nob-Step, a cushioned-air door nob 
cover. Nob-Stop eliminates need for 
door stops and is ideal where floor 
stops can’t be installed. Made of rub- 
ber, Nob-Stops are available in as- 
sortment of pastel colors. — Clover 
Products 
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148—SCREEN AND STORM door 
latch combination features an optional 
keying. A nylon latch bolt will auto- 
matically unlock the latch when de- 
pressed against the strike to prevent 
the user from locking himself out. 
Latch is reversible—National Lock 
Co. 





149—FOR RESIDENTIAL USE, the 
Norton door closer is styled with 
graceful, modern lines to harmonize 
with contemporary aluminum combi- 
nation storm and screen doors. Other 
features include hydraulic control and 
extruded aluminum case.—The Yale 
and Towne Manufacturing Company 
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150—TOUGH AND DURABLE high- 
gloss and satin-finish all-purpose var- 
nish sprays resist salt water, alcohol 
and hot liquids; and dries in minutes. 
Sold in push-button aerosol spray con- 
tainers. Designed for interior or ex- 
terior use. Will not yellow or change. 
—Krylon, Inc. 





151—ROTARY GRASS SHEARS has 
heavy duty parallel-ribbed Neoprene 
tire to insure positive traction on any 
terrain—wet or dry—grass, concrete 
or ground. Trims edges of lawn along 
walks, curbs, driveways, fences, 
around flower beds, gardens and 
foundation plantings.—Gardex 


152—SNOW DISAPPEARS rapidly 
when you use the 2-Way Sno-Mover. 
a brush that sweeps and shovels snow. 
The same tool switches from a snow 
broom to a snow shovel with just a 
flick of the wrist. Has tough plastic 
bristles on one side and a 14” steel 
blade on the other.—Empire Brushes, 
Inc. 





153—FOR THE LADY—A smal size 
garden shovel designed for light dig- 
ging with the same design as full- 
size shovel. Turned steps for easier 
digging. Heat-treated, tumble-finished 
blade with polished socket. — True 
Temper Corporation 





154—WRAP-AROUND cabinet hinge 
is designed for use on 44 inch flush 
doors and features a removable pin to 
simplify installation and door hang- 
ing. Only the barrel shows when the 
door is shut. Has ample strength to 
prevent doors from sagging under 
hard use. — Ajax Hardware Sales 
Company 


ot 





155—CLEAN AND SIMPLE lines 
combine natural wood texture with 
polished brass arms in the Moe Light 
formal-traditional chandelier. The fix- 
ture has a 24 inch spread and is 36 
inches long.—Thomas Industries, Inc. 
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The finishing touches 
that make sales! 


- CLOSET AND - 
7 ry, 
KITCHEN “5 
> FIXTURES 


Get your share of e g pri 


home remodeling business with K-\ 

complete line of t p-quailly, ea y-iIn 
stalled closet and kitchen fixtures. Each 
is well designed, stur constructed 
and beautifully finished in bright last- 
ng chrome. Ask your K-V sales repre- 


sentative today 


KNAPE &24 VOGT MFG. CO. 
Grand Rapids, Michigan 
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See us at the HOUSEWARES SHOW 
SPACE 318 — 320 — 322 
CHICAGO - NAVY PIER JAN. 16-23 

Write for exciting 12-page | = 
RED TAG CATALOG with the ‘= 


hottest values ever offered! 











MFG. CO. 


4865 SAN FERNANDO ROAD WEST «+ LOGS ANGELES 39, CALIFORNIA 
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K-V 1 
Clothing Carrier — Pulls out of 
marrow closets; doubles cioset 
space. There is no sag with even 
the heaviest clothing load 



















K-V 2 
Extension Closet Rod — ‘re 
perfect answer for shallow closets 
Easily installed, will not sag. In five 
sizes to fit all closets 













K-V 724 
Shoe Rack — Holds nine pairs 
of shoes: portable. fits under 
hanging garments, takes up Irttie 
space on closet floor 

















K-V 793 
Disappearing Towel Rack 


— 3-Ddar model; mounts on walis o 





cabinet side. Also 2 and 4-bar racks 


avaiiabdie 


K-V 791 


. . > 
Disappearing Cup Rack— 
holds 12 cups, sides within easy : 
reach, then Dack in place Fastens : 

underside ~ g 


ADDED STRENGTH 
RIGIDITY and 
dss UNIFORMITY 


WRIGHTWELD HARDWARE 
CLOTH. Added strength, rigid- 
ity, uniformity. Flat wire selvage 
permanently welded to each 
filler wire. Hard drawn wire 
replacing customary annealed 
wire. Heavily galvanized after 
weaving. A major advance in 
the wire cloth industry. Sizes 
2x2, 3x3, 4x4. 






G. F. WRIGHT STEEL & WIRE CO. 
WORCESTER, MASSACHUSETTS 
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LITERATE 


TO RECEIVE ANY OF THIS PRINTED 
NUMBER ON INQUIRY CARD 


FROST-PROOF WALL HY- 
DRANTS are described in a two-page 
bulletin released by Mansfield Sani- 
tary, Inc. Printed in three colors, it 
contains numerous illustrations that 
show design features. Bulletin ex- 
plains how water supply is controlled 
through a valve seat located within 
the warm home or building at the end 
of an extra long stem. 

For Details Circle 211 on INQUIRY CARD 


HIGH SPEED FRAMING SYSTEM 
for building repeating pattern struc- 
tures with Acme Steel Dexion slotted 
angle and Dexion accessories is de- 
scribed in a four-page booklet issued 
by Acme Steel Company. The new 
system works on any size job and is 
economical when building shelving, 
racks, tables, platforms or any struc- 
ture that repeats a basic pattern. 

For Details Circle 212 on INQUIRY CARD 


WATER S YS TEM SELECTION 
TABLE for farmers contained in an 
eight-page brochure issued by the Na- 
tional Association of Domestic and 
Farm Pump Manufacturers simplifies 
ways to figure water requirements for 
any size family, various farm services 
and future stock needs. Also contains 
chart describing type, size and quality 
water system best fitted for farmer’s 
need. 

For Details Circle 213 on INQUIRY CARD 


SASH BALANCES for double-hung 
windows are described with diagrams 
and pictures in a four-page brochure 
put out by G A R Industries. Installa- 
tion views are shown and complete 
description of how to attach balances 
is listed beside detail drawings. 

For Details Circle 214 on INQUIRY CARD 


SUBMERSIBLE PUMPS and water 
systems, 2-wire and 3-wire complete 
lines, are described in a catalog by 
the Tait Manufacturing Company. 

For Details Circle 215 on INQUIRY CARD 
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CLAMPS 
ve 


FASTENERS 





GEAR LOCK CLAMPS and fas- 
teners are featured in a complete 16- 
page catalog issued by The Bassick 
Company. A wide range of applica- 
tions and important economies in 
mounting, opening and closing are 
additional features. Also included are 
hook, loop, hinge, spring loaded and 
special duty clamps with pictures, de- 
scriptions, specifications and ordering 
information. 

For Details Circle 216 on INQUIRY CARD 


PLASTIC DRAWERS which may 
be incorporated in as high as 70 per 
cent of all case goods within 5 to 10 
years is the subject of a six-page re- 
print from Modern Plastics. Article 
reviews markets for plastic drawers 
and lists advantages and savings, var- 
ious types of drawers and channels 
of distribution. 

For Details Circle 217 on INQUIRY CARD 


ALUMINUM SLIDING WINDOWS 
by Rylock are described in four-page 
bulletin that gives data and specifica- 
tions, section details and suggested 
installation. Also listed are features 
of two models and illustrations show- 
ing different installation methods. 

For Details Circle 218 on INQUIRY CARD 





MATTER CIRCLE 


DOLL HOLDERS 
forated panels are featured in a bul- 
letin issued by the L. A. Darling Co. 
Holders are an economical way 
show your complete selection of dolls 
in a neat and orderly fashion that is 
equally effective for window or in- 
terior display. Wire holder is adjust- 
able to dolls of all sizes. 

For Detoils Circle 219 om INQUIRY CARD 


for use with per- 


“WORRY -GO-ROUND” published 
by The Connecticut Mutual Life In- 
surance Company is a lively booklet 
illustrated with 10 cartoons that treat 
the subject of “How to Understand 
Your Everyday Tensions” with humor. 
General types spotlighted include the 
yes man, jittery Joe, wishful dreamer, 
envious Ed, moonlight madness and 
others. 

For Details Circle 220 on INQUIRY CARD 


“SHORT CUTS TO GREATER 
PROFITS” is the subject of a booklet 
offered by Equipto for anyone inter- 
ested in reducing costs. Specific steps 
are suggested following an evalua- 
tion and discussion of the most fertile 
field remaining for cost reduction that 
Equipto has found to be the most 
often neglected. 

For Deteolls Circle 221 on INQUIRY CARD 


INDUSTRIAL DOOR CATALOG 
announced by Richards-Wilcox Manu- 
facturing Company features compre- 
hensive technical data and illustra- 
tions. Specification and installation 
data, application photographs and a 
section on the automatic electric door 
operators are also included. 

For Details Circle 222 on INQUIRY CARD 


SLIKOTE liquid spray for prevent- 
ing accumulation of snow on home 
snow removal equipment is described 
in a bulletin by Speco, Inc. 

For Details Circle 223 on INQUIRY CARD 
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AWARD WIN- 
NER—Winner of 
an award for ex- 
cellence, the 64- 
page Ox Fibre 
brush catalog 
covers over 1500 
household, main- 
tenance, dairy, 
automotive, show 
and industrial 
brushes, includ- 
ing eight pages 
in full color. 
Shown are offi- 
cials of the Ox 
Fibre Brush 
Company receiv- 
ing the Silver 
Certificate 
Award by the 
Affiliated 
Advertising Agencies Network at its annual meeting held in Jackson, Miss. 
William B. Lebherz (left), Emery account executive, presents award to A. R. 
McEwen (right), president of Ox Fibre. Others, from ‘eft, are F. W. Weitzel, 


PORTABLE ELECTRIC TOOL 
buying guide for 1958 describes 70 
portable electric tools and kits with 
over 400 accessories for builders, util- 
ity and maintenance crews, carpen- 
ters, heating, plumbing and air con- 
ditioning contractors. The 30-page 
guide includes over 150 pictures of 
tools and their uses with comiplete 
specifications. The guide is issued by 
the Porter-Cable Machine Company. 

For Details Circle 239 on INQUIRY CARD 


DISPLAY ATTACHMENTS called 
Vizuclips are described in an eight- 
page catalog by the L. A. Darling 
Company. Shows how Vizuclips are 
attached to % or 4” perforated hard- 
ward panels and how to effectively 
show all types of merchandise. 


For Detoils Circle 240 on INQUIRY CARD 








vice president; M. H. Partridge, gen- 
eral sales manager and Doyle W. 
Carr, jobbing sales manager. 


EASY STEPS TO WOODCUTTING 
is a guide to woodworking projects 
that customers can build with a power 
saw. Issued by Wright Power Saw 
and Tool Corporation, the 16-page 
booklet includes chapters on how to 
fell trees, build a log cabin, make 
rustic outdoor furniture, fences, duck 
blinds, log slab patio and walk, and 
many other ideas. 

For Detoils Circle 234 on INQUIRY CARD 


“PORTABLE HEAT ON THE 
FARM” is the title of a four-page 
booklet issued by The Little Red Her 
Equipment Company describing the 
ise and importance of portable auxil- 
iary heat in agriculture. Booklet de- 
scribes the kind of temperature in- 
creases necessary in certain geo- 
graphical areas when drying certair 
crops. 


For Details Circle 235 on INQUIRY CARD 


OWNERS OPERATING AND 
PARTS MANUAL, issued by Toro 
Manufacturing Corp, provides steps 
for care and operation of the Toro 18- 
inch Whirlwind power lawn mower ir 
simple language. The 20-page booklet 
includes 45 photographs and two dia- 
grammatic drawings. 

For Details Circle 236 on INQUIRY CARD 


BALL BEARING 3-in-1 hacksaw 
attachment is described in a catalog 
sheet by Basic Manufacturers Sales 
Co. Attachment can turn any 4” 
electric drill into a hack saw, a jig 
saw or a coping saw in a matter of 
seconds. 

For Details Circle 237 on INQUIRY CARD 


“HAND” BOOK ON AIR SHIP- 
PING, issued by Air Express, de- 
scribes behind-the-scenes look at the 
way shipments are handled. The 12- 
page booklet covers the various steps 
and techniques involved. 

For Details Circle 238 on INQUIRY CARD 
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A SALE IS IN 
THE MAKING 


- P 
Every time one of your Customers 

‘ r chiac cy. 
hefts’’ a CHANNELLOCK No. 420, 
2 Sale Is in the maxing. He ke its pipe- 
wrencn grip ts ODviOUS ali round use- 


fulness. And the odds are he 
to wrap it up. Hundreds of th 
of hardware store customers do ju 


that every year 


nnellack’c 


Cash in on Ch 
growing sales 

handy pliers out front where 
your customers can eye ‘em 


anc D em. You ke the 


Duy 


a 
P 


ut these 


extra profits. Let us send you 
our new catalog 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE. PENNSYLVANIA 
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Bassick Casters! 






Cc 


an impulse item? 


Yes ...with card packaging dis- 
played on pegbords or in glass bins. 
You know how shoppers “browse” 
through stores these days 
It’s a practice you can turn to pront— 


through caster sales. And Bassick’s card- 


ig of five best selling caster stvle akes 
it easier than ever 
The cards show the products attrac- 
ti llustrate tl pl ke it 
easy for customers to see, feel and select 
isters. Ideal for self-service or semi self- 
service selling in both hardware and 
housewares departments. And unit sales 
go up, too—the cards sell a set of four; the 


] , 1 
styles suggest many apptications 


different 
Floor Protection Headquarters 
Set up a floor protection he idquarters 


r store with these carded casters 


and other related items Top qu lity 
Bassick casters, rubber cushion glides. 
Bassick “No-Mar” non-marking rests and 
furniture cups, and Bassick feltoid tips 


Tue Bassick Company, Bridgep« st 5. 


Conn. In Canada: Belleville. Ont. B12 


aM SYMBOL OF EXCELLENCE su 
> >  wuiaemrueerenn 
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FREE LITERATURE 


HOME WORKSHOP “PRIMER” is 
included in an illustrated 36-page cat- 
alog issued by Rockwell Manufactur- 
ing Company’s Delta Power Tool Di- 
vision. The two-color, slick-paper 
catalog covers Delta’s entire new line 
of Homecraft tools and actually 
teaches homecraft as well as selling 
Homecraft. It is a helpful hobby 
handbook rather than merely a port- 
folio or product information. Action 
photos and drawings show how typi- 
cal workshop tools may be used. 

For Details Circle 224 on INQUIRY CARD 





HINGE INSTALLATIONS, com- 
plete with information on U. S. gov- 
ernment specifications, has been pre- 
pared by McKinney Manufacturing 
Company in an illustrated catalog 
and guide. The 12-page booklet con- 
tains facts about hinge location, fin- 
ishes, door frequency, bearings and 
the various types of hinges and their 
uses. 

For Details Circle 225 on INQUIRY CARD 


SELF SERVICE CATALOG bro- 
chure explains in six pages how this 
service can be utilized by firms who 
desire to make their own catalogs. 
Also included is a sample reproduc- 
tion proof with an adhesive back. This 
brochure shows examples of catalog 
listings that can be obtained from the 
Self Service Catalog firm. 

For Details Circle 226 on INQUIRY CARD 


POWER TOOL LINE of Weller 
Electric Corporation in a_ colorful 
illustrated envelope stuffer and pro- 
motional piece has been issued for 
dealer use. Flyer carries pictures and 
descriptions of soldering guns and 
kits, portable jig saw, sander and 
sanding kit. 

For Details Circle 227 on INQUIRY CARD 


TEXAS STYLE SMOKER for 
smoking fish, meats, fowl and game is 
described in a catalog sheet put out 
by Hirch Manufacturing Company. 
Features of the electric Desert Ray 
smoker in three sizes is described 
with illustrations. Also included are 
operating instructions. 

For Details Circle 228 on INQUIRY CARD 


COLLECTION NOTICE KIT in- 
cludes a set of eight distinctive new 
collection notices which can be im- 
printed with the hardware store name 
and envelope. The kit and pieces are 
available made by the Sparks Com- 
pany. 

For Details Circle 229 on INQUIRY CARD 


VERTICAL CYCLE BILLING 
DESK by Remington Rand is de- 
scribed in this booklet aimed at the 
businessman interested in efficiency. 

For Details Circle 230 on INQUIRY CARD 


BOOKS—For Sale and Resale 


ENCYCLOPEDIA OF AMERICAN 
ASSOCIATIONS directory lists 5947 
national associations, societies, organ- 
izations and labor unions. Each list- 
ing includes national headquarters, 
executive secretary, number of mem- 
bers, founding date, and a brief de- 
scription of the activities and pur- 
pose. A second section provides a 
subject index with listings in 50 topi- 
cal and functional classifications. The 
dirctory, including new supplement, is 
priced at $15. 

For Details Circle 231 on INQUIRY CARD 


FILMS 


“YOU CAN’T PUT A PRICE ON 
IT!” is the title of a 16-minute, 
16mm-sound, color movie promoting 
home workshops and power tools is 
suitable for adult audiences such as 
church groups, men’s clubs, employee 
groups and classes in vocational 
schools. Presented by Supreme Prod- 
ucts Corporation, the film is per- 
formed by a professional cast which 
tells the story of what a work shop 
at home can mean to a “do-it-your- 
selfer.” Showings can be arranged 
without charge. 

For Details Circle 232 on INQUIRY CARD 


Eureka Regional S.M. 

SAN FRANCISCO—Neal E. Schu- 
man took over as regional sales 
manager here for the Eureka Division 
of Eureka Williams Corporation, 
Dec. 1, replacing Bob Boynton who 
retired after 40 years. Boynton made 
his headquarters in Los Angeles but 
the office has now been moved here. 





West Coast S.M. Change 


LOS ANGELES—George W. Ful- 
ton was selected West Coast regional 
sales manager for The DeVilbiss 
Company replacing D. L. Behn who 
was transferred to the home office 
sales department. Fulton will make 
the DeVilbiss direct factory branch 
here his headquarters. 


Ames Elects Director 

F. Bliss Winn was elected a director 
of the O. Ames Co. by stockholders 
of the parent McDonough Company. 
He has been with the O. Ames Co. 
since 1941 and is currently holding 
the post of vice president in charge 
of sales. 


Hardware Stores Change Hands 


PORTLAND, Ore. — Hardware 
stores in Corvallis and Newberg have 
changed hands in a three-party deal 
involving more than $130,000. West- 
ern Homes Hardware, here, acquired 
Anderson Hardware, Newberg from 
James F. and Phyllis C. Anderson. 
The Andersons then purchased Cor- 
valli Hardware from Ralph Senders. 
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NOW at your N° 2309 


Family Gift Center |. ue oe « 


ADVANCE LAY-A-WAY 
for Christmas Gifts! 


this Ad — Bring your copy in our More 
Friday or Saturday, N ber 15-16, 
and if you can find the same number on 
an item im our store we will give it to 


you for le. 


















Ob tik Ttnndiiilies Sts oft sSaad | |Z | 
eet |\A 11.95 


MADAME ALEXANDER DOLLS mscene With 
° PRY Pan 
C ieeette 235— 950 — Lid 
Lissy 495 — 10.50 re 











kathy 5.25 — 16.95 Dainty Maid Automatic 
Ciwsy 12.95 — 25.95 Toasters 
Wendy 290 — 7.00 2 
Reg. 24.95 
CHRISTMAS STOCKINGS with 10 ~ 4 
Assorted Toys - Keg. 98% Row 63¢ -- <= 
7 Light Medium Globes re) 
614” Portable Electric Saw 34.98 oy 
Ove whe exctemert oft 2 
PHILOO $Speed Record Payers 2995 —Flexible Flyer! sun 
PHILCO RADIOS 19.95 up « Flexy Racer! 
stew Pema Mor 22 ae ee oe 
16 Piece Heat-Proof Dish Set 6 SS 





Anderson’ 5 Hardware 


151 NORTH MAIN HEBER, UTAH 











“TREASURE HUNT” promoted by Anderson’s Hardware store, Heber City, 


Utah, has stimulated interest in the store’s newspaper advertising and in- 
creased store traffic. One of the ads, with lucky numbers in the upper right 
hand corner box, is shown above. 


Guessing Game For Customers Boosts Store Traffic 


Anderson’s Hardware, Heber, Utah, increases readership of its 
regular advertisement in the weekly newspaper by conducting a 


guessing game among the subscribers. 


Arrangements have been made by the hardware firm with the 
newspaper publisher to have each copy of the firm’s ad numbered 
on a special machine. 

This number appears in the upper right hand of the ad, and 
subscribers are invited to take their number to the store and do a 
little treasure hunting. 


If the subscriber can locate an item in the hardware store with 
a corresponding number they have in their personal copy of the 
paper, the store gives the item to the lucky person. 


A store spokesman says the unusual “treasure hunt” has stimu- 


lated interest in the store’s ad—and has increased store traffic. 


et New 
Gales Records 


Fast turnover 


with the home repair 





fo} gelolelonamndel-tanap 4-.— 


‘o}g-Coadior-Uiham-tah Acaliale 


| Plastic 
By 


as easy to use as 
aalelel-iitalemeit-h\, 


ww 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 


sales aids available 


ORDER FROM YOUR 


WHOLESA 


DEVCON CORPORATION 


+= WE —Saleolloteli m—jig-1-3) 
Danvers, Mass. 











ABOUT 


PEOPLE 


eo OA | A AS Le 


Starline Elects New President 





S. G. Burritt H. B. Megran 


S. G. Burritt has been elected presi- 
dent of Starline, Inc., 75-year-old 
Harvard, II]., manufacturer of barn 
equipment and sliding door track. He 
succeeds H. B. Megran who became 
chairman of the board of directors. 

Burritt, 43-years-old, joined Star- 
line in 1946 as assistant to the presi- 
dent and was later named director 
and then executive vice president. He 
is also a director of Federal Malle- 
able, a Starline subsidiary in West 
Allis, Wis. 


Formica Adds Sales Offices 
SAN DIEGO, CALIF.—The For- 


mica Corporation has added a district 
office here and named Bob 
Hockaday district manager. 
Arizona, San Diego proper, and Im- 
perial counties in California wil] be 
covered by the new office. 

A district sales office has also been 
added in Houston, Texas, with Bob 
Welch in charge covering Southern 
Texas to the New Mexico border, in- 
cluding 11 major trading areas. 


SAies 


Saies 


Byde Opens Fourth Store 


FRESNO, Calif. — Walter Byde 
Hardware opened its fourth retail! 
outiet here, it was announced by Nor- 


Byde, president and genera! 
nanager. 

Frank Freeman was named man- 
ager of the new store located in the 
Manchester Free- 


been associat with the 


Shopping Center. 
man has ( 
) 


years. He 


‘ 
Jae ~. - 
syde firm for the last 


i 
formerly resided in New York City. 
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Lockwood 
Hardware 
Appoints 

New S.M. 


David 
Bloom 


David Bloom has been appointed 
sales manager, stock sales division, 
of Lockwood Hardware Manufactur- 
ing Company, Fitchburg,. Mass. He 
has been engaged in sales manage- 
ment in the builders’ hardware field 
for many years. 


Supreme Products Makes 
Changes In Sales Staff 


Robert Lowell, formerly salesman- 
ager of the Eastern, Southern, and 
Canadian divisions of Supreme Prod- 
ucts Corporation, has been appointed 
assistant to the president, it was an- 
nounced by David Spatz, president and 
genera] sales manager. 

Also elevated in Supreme’s 
department was Chester Gaudian who 
will serve as Western sales manager. 
Supreme is a subsidiary of A-S-R 
Corporation and manufac- 
tures power tool accessories for in- 
justry and home shops. 


saies 


Products 


McCloskey Dedicates Lab 


LOS ANGELES—McCloskey 
nish Company of the West dedicated 
a new laboratory building at its plant 
site at 5501 East Slauson Ave., here 
A bronze memorial plaque was pre- 
sented to Mrs. C. Frederick Rau, trea- 
surer of the company and widow of 
the founder of McCloskey Varnish 
Company of the West, by George W. 
Jolley, general manager of the plant. 

Other company officials attending 
the ceremonies were George H. 
Gough, Jr., vice president, Portland, 
Ore., and Frank C. Peck, vice presi- 
dent and national trade sales man- 
ager of McCloskey Varnish Company. 


Var- 





Thomson-Diggs Buys Out 
Austin Brothers 
SACRAMENTO, Calif.—The Thom 


son-Diggs Company, wholesale hard- 
ware firm here, purchased the busi- 
Austin Brothers Wholesale 

Hardware, Stockton. The inventory 

will be absorbed into the Thomson- 

Diggs’ plant. 

Austin Brothers history dates back 
106 years to 1851. In 1875 the 
brothers W. B. and H. S. Austin pur- 
chased the interest of their partners 
and changed the Austin 
Brothers. 

The Thomson-Diggs Company also 
has a long history dating back to the 
early 1870’s. From a small beginning 
the firm 
of the largest on the Pacific Coast. In 
1932 they purchased the business of 
Schaw-Batcher Company of Sacra- 
mento, another wholesale hardware 
firm. In 1949 Thomson-Diggs estab- 
lished a large plant in Fresno which 
serves 10 counties in the San Joaquin 
Valley and Centra! California. 

The headquarters plant in the state 
capitol serves all of Northern Cali- 
fornia, including the five southern 
counties in Oregon and al! of Centra! 
and Northern Nevada. 

Officials are C. L. Mason, president; 
R. A. Fisher, vice president and trea- 
Phil E. 


ness of 


name to 


progressed to become one 


surer; Geiss, secretary; and 
Dom A. Civitello, general sales man- 
ager. 

Francis Viebrock, president of 


Austin Brothers, said his corporation 
will enter into a new business in the 
same location, but refused to disclose 
the nature of the new business at the 
present, time. He indicated that the 
name of the pioneer wholesale hard- 
ware company will probably be 
changed. 


Store Changes Hands 
CORVALLIS, ORE. — Jim Ander- 


son, owner and manager of Anderson 
Hardware, Newberg, for the last 
seven years, is the new owner of 
Corvallis Hardware, buying the store 
from Ralph Senders who was the 
owner for the last two years. 
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Corbin Promotes Pair 





> 


Philip J. Walther Vernon H. Brierley 


Two me ers of the Corbin Cabinet 
Lo 8 »f The American Hard- 
ware Cory were elevated t new 

i ling I M. Cruise 

Philip J. Walther was appointed 
genera! sales ager and Vernon H 
Brierley wa amed assistant sales 
nanager. Prior to his new assign- 
ment, Walther was assistant sales 
manager W Brierle erved as his 


Joins Sales 
Staff of 

M. H. Knox 
& Co. 


Lee 


Bunker 





SAN FRANCISCO — Miss Lee 
3unker has been appointed a sales 
representative of the M. H. Knox & 
Co., sales division of the American 
Push Broom Co., as announced by 
Maurice Knox, President of the firm. 

Miss Bunker was previously asso- 
ciated with the Wilco Supply Co., 
Oakland for seven years. 
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PACKAGING HARDWARE PROBLEMS for today’s marketing requirements 
were aired at the second meeting of the new Hardware Packaging Committee 
of the Packaging Institute meeting recently in New York City. Members of 
the committee who attended included, standing, from left, Frank Haniewich, 
Yale & Towne Mfg. Co.; Robert E. Novy, Wood Shovel & Tool Co.; Walter 
Wirth, National Retail Hardware Association; Jack Walsh, Lufkin Rule Co. 
Seated, from left, are Richard Fritz, McKinney Mfg. Co.; Roy Connell, J. Wiss 
& Sons; W. M. Ronayne, Celanese Corp.; William Whitney, Stanley Tools, and 


Joseph Moran, Scovill Mfg. Co. 


BUILDERS 
HARDWARE 
CLUB OF 
NO. CALIF. 
ELECTS 
OFFICERS 
FOR 1958 





NEW OFFICERS are, standing from left, Scotty Johnson, treas.. and Jerry 


Owens, sgt. at arms. Seated, from left, 


pres. 


SAN FRANCISCO Members 
he Builders Hardware Club 
Northern California met here at Sa- 
bella’s on Fisherman’s Wharf Dec. 4 
to elect officers for 1958. The new 
officers are Jim Barrett, E. M. Hund- 
ley Hardware, president; Cecil King. 
Progress Lumber Co., vice president; 
Walt Gilmere, Stanley Works, secre- 
tary; Scotty Johnson, E. M. Hundley 
Hardware, treasurer; and Jerry 
Owens, McKinney Mfg. Co., sgt. at 
arms. 

One of the highlights of the eve- 
ning was the presentation (at right) 
of the C. Hager and Sons Hinge Man- 
ufacturing Co. plaque, presented by 
F. E. Hay, to retiring president Tom 
O'Neil. 


are Cecil King, V. P. 





and Jim Barrett, 
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(@ Feature this 
winning combination 


TRUMP 


GARDEN TOOLS 














You're holding all the cards for 
winning increased sales and 
profits when you handle Trump 
garden tools. The Trump line 
offers a tool for every garden 
purpose...a price range for 
most every prospect. * 




















No. 412 
Trowel 


TRUMP Deluxe 


Here ore fine, professional-type tools for 
real gardening enthusiasts. Trump Deluxe 
tools are made of high-grade, 16-gauge, 
cold-rolled steel. Metal is attractively finished 
in green; tips are bright polished steel. Hard- 
wood handles with clear lacquer finish. They 
ore superior in quolity and balance; the 
materials and workmanship make them equal 
to tools costing for more. 


Complete line includes: 2 trowels, 2 trans- 
planters, 2 forks, 2 cultivators, weed cutter 
and row cultivator; also long handle hoes, 
rakes, and edger. 


No. 802 


Cultivator 


No. 800 


Trowel 


TRUMP 800 Series 


The ideal partner for the Trump Deluxe line. 
These sturdy, low-priced garden tools help 
you sell the individual who's looking for 
price, yet wants dependable merchandise, 
too. Made of 18-gauge steel with turned 
hardwood handle plug. Baked green 
enamel finish. 


Complete line includes: trowel, fork, culti- 
votor, transplanter and weed cutter. 


New! TRUMP 700 Series 


Low priced! Similar in design to 800 series; 
finished in blue enamel with hardwood plug 
handles. Offered as real price leader. 


Sell the complete line of Trump garden 
tools. Order them from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. « Pascagoula, Miss. » Niagara Falls, Canada 
For Details Circle 43 on INQUIRY CARD 
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New Chase Warehouse 
In San Francisco 


SAN FRANCISCO—A new ware- 
house and district sales office was 
opened by the Chase Brass & Copper 
Co. The building which provides ap- 


proximately 62,000 square feet of’ 


space is located at 230 Shaw Road in 
South San Francisco and was con- 
structed by the Parr Industrial Corp. 

The new building is a modern, one- 
story, concrete structure with the 
latest materials handling equipment 
including three-ton capacity overhead 
cranes reaching all points in the 
warehouse. 

The Chase firm has its headquarters 
in Waterbury, Conn., with large mills 
there and in Cleveland, Ohio. 


Black & Decker ‘Toolorama’ 


LOS ANGELES—Members of The 
Black & Decker Manufacturing Com- 
pany’s Los Angeles hardware sales 
force have been touring their terri- 
tory in a _ specially-rigged “Tool- 
orama” demonstration bus from 
which they give on-the-spot power 
tool clinics, showing both the use and 
care of the tools, and the variety of 
operations each tool will perform. The 
service is available to all authorized 
B&D dealers in the area which com- 
prises Southern California, Southern 
Nevada and Arizona. 


Joins Monogram Firm 

CULVER CITY, CALIF.—Sterling 
B. Jones has been appointed chief en- 
gineer for Monogram Manufacturing, 
division of Monogram Precision In- 
dustries, Inc. Jones will be respon- 
sible for designing new holding 
devices for electric and electronic 
uses, and improving existing hole 
clamps and side grips. 


Eversharp Assigns Reps 


In a switch from a company sales- 
man set-up, Eversharp Power Mowers 
and Ride-A-Mower, have appointed 
manufacturers representatives to 
service their accounts throughout the 
country. Western representatives in- 
clude G. E. Garrett Sales Co., Denver, 
Colo.; W. D. Hannibal and Co., Los 
Angeles; and Jensen and Gundry, 
Portland, Ore. 
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“Have a Heart... ™ 


Housewares Officers Elected 


J. P. McIlhenny, vice president of 
sales, Waring Products Corporation, 
was elected chairman of the Electric 
Housewares Section of the National 
Electrical Manufacturers Association 
at a meeting held Nov. 12 in Atlantic 
City in connection with the associa- 
tion’s 3lst annual convention. 

A. O. Wolf, vice president and gen- 
eral manager, Hamilton Beach Com- 
pany, was named vice chairman, and 
S. M. Ford, president of Silex Com- 
pany, was chosen chairman of the 
Section’s advisory committee. 


S.F. Firm Reps For Federal 


SAN FRANCISCO—The M. F. 
Huseby Co., Inc., has been appointed 
representatives of Federal Fibre 
Corporation, Long Island City, N. Y., 
and will cover California, Arizona 
and New Mexico. The Huseby organi- 
zation has offices at 2166 Market 
Street, here, and at 2501 Yates Ave., 
Los Angeles. 

Federal Fibre Corporation manu- 
factures disposal cans, box trucks and 
mill and tote boxes. 


Chemnitz Picked By Bar.B.Bowl 


SAN FRANCISCO—The Eric F. 
Chemnitz Co. was appointed repre- 
sentative to handle the products of 
Bar.B.Bowl, Division Keystone Lamp 
Mfg. Corp. at New York City. The 
appointment was made during the 
recent Hardware Show, at which 
time the firm displayed its wide va- 
riety of braziers, portable grills, and 
smoker braziers. 


Autoyre Selects S.M. 


Thomas J. Burchill has been named 
sales manager of the Emro Division 
of the Autoyre Company, it was an- 
nounced by M. J. Ragir, president. 
Emro is the recently acquired division 
of Autoyre supplying can piercers 
and bottle openers to the beverage 
industry. 


‘Seal’ Authorized for Borden 

A new “plastic garden hose, 
Borden’s “Resinite Gold Stripe,” has 
been authorized to carry the “Seal of 
Quality” of the Society of the Plas- 
tics Industry. The seal, drawn up by 
the society, designates products that 
meet requirements of the U. S. De- 
partment of Commeree. 


NEW PIONEER SAWS S.M. 


Raymond Smith, Jr., former assis- 
tant sales manager of the Lawn-Boy 
division of Outboard Marine Corpora- 
tion, has been appointed sales and 
advertising manager of the corpora- 
tion’s new Pioneer Saws division, 
Waukegan, IIl. 
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NEWS 


Joins 
Seminole 
Sales-Ad 
Staff 


Mike 


Rolston 





Seminole Mower San- 


Company, 
ford, Fla., has announced the appoint- 
ment of Mike Rolston to the sales and 
advertising staff at Decatur, Ill., and 


will work under the supervision of 
John P. Baldwin, sales and advertis- 
ing manager for the Boy 
power mower. For the last two years 


Swivel 


r 
Rolston has been employed in the ad- 
vertising department of Lawn-Boy. 


Joins Consolidated 
LOS ANGELES—Harry P. Snyder 


has joined Consolidated Machinery & 
Supply Company, Ltd., a 
the Siegler 


division of 


Corporation, 2033 S. 
Santa Fe Ave., as vice president and 
general manager. He will head up 
sales and marketing of a complete 
line of quality woodworking tools for 


ndustry and home hobbyists. 
Prior to joining Consolidated, 
Snyder nal 


of the 


Was regio! Ssaies manager 


Sessions Clock Company for 


the 11 Western States, and previously 





vas a consultant 
Dougall & Associates, 


search, New York. 


witn Stewart, 


Market Re- 


Thor Creates Three Posts 


William J. McGraw has been ap- 


i€@S Manager or the 


Walter 


Too 


nell was 


Company, 


amed general 


man- 





all newly created positions, according 
to Neil C. Hurley, Jr., president of 
Chicago firm 
The major expansion of the com- 
pany’s sales and product operations 
also included the appointment of 


Clarence B. Bergen as manager of 
and Speed Tool sales. 


electrik 


DC&H Housewares Manager 

SAN FRANCISCO —William E. 
Brown has been promoted to manager 
of the housewares department of 
Dunham, Carrigan & Hayden Com- 
pany, wholesale hardware firm here, 
Nov. 11. Prior to his promotion he 
was sales representative for the com- 
pany in the Redding area. 

Brown started with DC&H in 1937 
as an order clerk and later a checker 
in the operating department. He as- 
sumed his position as sales represen- 
tative in 1947. 
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IT’S THE NEW 


SQUARE’n 
CIRCLE 


SPRINKLER! 


on the lawn 
























Model 50 


New! Amazing! 
Versatile! 


Square ‘n Circle Sprinkler by Sherman 
sprinkles a square or a circle AT THE TWIST OF 
A KNOB! 

Square pattern puts the water where it belongs — 
Walks and Drives stay dry! Exclusive 
governor for perfect square regardless of water pres- 
For maximum throw, set for circle! 


sure 


DEMONSTRATE! 
DISPLAY! 


about 


bh he smre<entat . 
opoder representative 





Demo- Pac Colorful display and specially 
priced demonstrator sprinkler included! 








NEW MONARCH 


Precision made, designed for long service and out- 
standing sales appeal, all new Sherman 
MONARCH meets every demand for controlled 
water distribution 


Model 
490-1 


Ball-bearing head, arms and a 
base heavily chrome-plated.15” Spray arm, 11” x t 
11” base. { 


BUILT-IN 
FILTER 


bl 


MVVEW Gold Gabel 


SEG TRADE MARK 


Sprinkler famous for 


77 
Covers 3 


Top Quality “saturation” 
sprinkling to 55’ circle without flood- 
ing. Chrome-plated head, arms, sled-guide base 





and swivel. Big! 9” high, 1142” spray arm. 
11%x 11” base. Rugged, colorful. Fully 
guaranteed ! } 


H. B. SHERMAN MANUFACTURING CO. 


Battle Creek, Michigan 
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COLEMAN 


Ww. C. 4 
# 
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WICHITA, KANS.—W. C. Cole- 
man, 87, founder and chairman of the 
board of directors of The Colema: 
Company, Inc., died here Nov. 2. 

An inventor, industrialist and lay 
church leader for more than half a 
century, Mr. Coleman was best known 
for the gasoline lamps, lanterns and 
portable stoves which carried his 
name to the far corners of the world. 

The company he founded at Kings- 
fisher, January, 1900, also 
was to become a leading manufac- 
turer of heating and air conditioning 
equipment with factories in Wichita. 
LaPorte, Ind., Toronto, Canada and 
Nijmagen, Holland. 

Mr. Coleman relinquished the presi- 


Okla., in 
























iw 
TAPES! 











Cvrearea iu C0. 


dency of the company in 1951 and was 
succeeded by his eldest son, Sheldon 
Coleman. In 1943 he was acclaimed 
by the National Association of Manu- 
facturers as a “Modern Pioneer of 
America.” 


FULTON 
(BIFF) 
HOFFMAN 


SAN FRANCISCO- 
Hoffman, 48, 
resentative for Schlage 


Fulton 
factory sales force rep- 


( Biff) 


Lock Co., died 
following a heart attack here Nov. 9. 

Mr. Hoffman, a native of Alameda, 
Calif., was in the hardware business 


for 30 years starting in 1927 with 
Maxwell Hardware of Oakland. Ten 
years later he joined the Marshal! 


xy” « } 
eweill 


Supply 


Company with whom 











—because they're tops in perform. 
ance ... tops in sales-making 
packaging . . . and tops in quality 
—a tape for every purpose! Evans 
puts dynamic merchandising 
punch on your counter . . . top 
profits in your till. You can't miss 
with Evans—the line priced for 
mass appeal, mass sales! 


ASK YOUR JOBBER NOW! 


Montreal, 
For Details Circle 30 on INQUIRY CARD 
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Write for Free Literature 


Pol 





Elizabeth, N. J 
Quebec 


ALWAYS SELL GENUINE 


MOLLY 





he served until joining Schlage 
Co. in 1949. 


Lock 


ROBERT GLEN SHINABARGER 


LANCASTER, PENNA. — Robert 
Glen Shinabarger, 63, general sales 
manager of New Holland Machine 
Company, died here Oct. 15. Prior to 
joining New Holland in 1947, Mr. 
Shinabarger was executive vice presi- 
dent of H. J. Heinz Company. 





50 Sources For Bulb Market 


Hardware dealers have an esti- 


mated 50 sources to sell electric light 
bulbs, according to Donald L. Mill- 
ham, General Electric lamp division 


vice presiden and general manager. 

Mr. Mi ham ’s report, issued on the 
occasion of the 78th anniversary of 
Edison’s invention of the light bulb 
pointed out that there are about 50 
electric light sources of various kinds 
average American 
Included in the list are incan- 
descent and fluorescent lamps for 
general illumination, night lights, sun 
lamps, ozone lamps, miscel- 
laneous miniature bulbs in appliances, 
flashlights, 
Christmas lamps and photoflash 


bulbs. 


and sizes in the 
home. 
and heat 


elsewhere. 


switches and 


World's Largest Manufacturer 
of Steel Measuring Tapes 


~ SCREW ANCHORS 
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MARSHALLTOWN, IOWA 
For Details Circle 35 on INQUIRY CARD 
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SPORTS CORNER 


Literature Available to Sportsmen 
Includes Firearms, Fishing Tackle, 
Sleeping Bags and Marine Wear 





MARINE SAFETY PRODUCTS 


are described in the 1958 catalog 
issued by The American Pad & Tex- 
tile Company. Included are life-sav- 
ing vests for children and adults, 


buoyant boat cushions, motor covers 
ring buoys, and boat fenders, lif: 
vests, boat covers, and marine caps 
Size, styles, colors, shipping weights 
etc., are listed. 


For Detoils Circle 259 on INQUIRY CARD 


THE “NEW LOOK” IN FISHING 
TACKLE is the theme of the Airex 
Corporation 1958 catalog. Color is the 
eynote in the new line as well as ad- 
vances in restyling. Illustrated and 
iescribed are many new features in- 
corporated into rods, reeis, lines and 
ures 


For Details Circle 260 on INQUIRY CARD 





LYMAN RELOADING HANDBOOK, SLEEPING BAGS for 1958 


published by the Lyman Gun Sight illustrated and described in Tapat 
Corporation, contains more than 200 Outdoors folder. Other items covere 
pages of up-to-the-minute data and nclude air mattresses, tents and 
information on handloading ammuni- hboggan cushions 


tion for target shooting and hunting. 
Book is divided into 10 major sections 
including reloading techniques and 
data for rifles, pistols and shotguns, 
hunting and target shooting, interna- 
tional competitive shooting, muzzle 
loading firearms, and benchrest shoot- 
ing. Price of book is $2. 
For Details Circle 256 on INQUIRY CARD 


For Details Circle 261 on INQUIRY CARD 


NEW LINES FOR 1958 are intr 
duced in the B. F. Gladding & Co. 
Inc., colorful catalog among which 
are the Aerofloat, Steelheader and 
Salmon paper fly lines. Each fishing 
line is specially designed to fit special 
angling situations. Others described 
include the Platyl, Snag King, Mono- 
braid, Clearon, Special Makr-Five and 
Beachcomber. 

For Details Circle 257 on INQUIRY CARD 





MOST POPULAR SPORTING 
GOODS items, a total of 1800 in all, 
are listed in a 66-page catalog issued 
are described and illustrated in a by Voedisch Brothers, Inc. An end- 
four-page folder published by The less array of hunting equipment, fish- 
American Pad & Textile Company. ing tackle, camping and marine equip- 
There are 32 products for men and ment and clothing, unique gifts for 
sportsmen, equipment and games for 
workshop, recreation room or back- 
yard are described and illustrated. 
For Details Circle 262 on INQUIRY CARD 


NAUTI-TOGS by Tapatco, an at- 


tractive line of marine casual wear, 


women boating enthusiasts in popular 
nautical colors of red, white, blue and 
navy. 

For Details Circle 258 on INQUIRY CARD 


SetNew 
GalesRecorde - 


Fast turnover 
Witdaldal-mhalelaal- ina lortis 
product that fixes 
‘o}g-Condlot-lih’am- Cab acaliare 


[astic 
Steel 


as easy to use as 
‘aalecol-iilalemeil-by 


NEW HANDY HOME KIT $.98 


also available In $1.89 and 
$3.95 retail packages. 


FREE displays and 


sales aids available 


1-19)-4- 0-10), Aelel 


WVU 


LESALER OR WRITE 


DEVCON CORPORATION 


+= Wi Sale llete}i m-tig-1 3) 
Danvers, Mass. 








Get fast sales, quick turnover __ sPoRTS NEw PropuCcTS 
and good profits with 


TAYLOR MADE 
CHAIN! 


TM BBB and PROOF COIL in 
rugged, easy-to-use TAYPAILS 





TM Taypails with Color- 
coded and Tape-meas- 
ured BBB and Proof Coil 
Chain are best sellers with 
jobbers and dealers every- 
where. They stack easily 
for effective mass displays 
—hold approximately 
100 pounds of 3/16”, 
1/4”, 5/16" or 3/8" chain. 


263—JUVENILE SKI SKATES with 
adult style binding are ideal for chil- 
dren who are learning to skate. Made 
from strong Maine White Ash, skates 
give beginners adequate support while 
they are gaining confidence and bal- 
ance. Bottom is fully grooved for 
better control. Adjustable leather toe 
straps will fit any boot or overshoe.— 
Withington 





TM CHAIN DISPLAY STAND 


A traffic-stopper—a weldiess chain department in 
itself. Handy, easy-to-use chain cutter speeds and 
simplifies sales. Stand holds seven reels—occupies 
less than two square feet of floor space. 





Jobbers’ and dealers’ salesmen are picking up good TM Chain 
orders regularly from all types of industry. They’re selling 
everything from famous TM Triple-Safe Alloy Chain down to 
No. 22 Jack Chain and the full line of TM Chain attachments. 
Taylor Chain’s 84-year reputation for quality chain. ..a com- 
plete and effective assortment of sales promotion material, and 
Taylor’s hard-hitting national advertising in Business Week, 
Steel and a host of other top trade publications, are factors that 
speed turnover—boost your profits. Get started with this alert 264—NO MORE TROUBLE getting 
and progressive company right away— write today for details. a camp stove to light with this port- 
able unit that operates like the or- 
dinary household kitchen gas stove. 
Each burner has a separate fuel tank 
and control knob. Holds two 10” skil- 
lets or pans. Grills are quickly re- 
moved for cleaning. Same stove also 


Repair Link available in single burner size.—Tur- 
ner Brass Works 
. 0) ’ : see: — = 


Clevis Grab Hook Grab Hook Cold Shut Connecting Link 

















e a . . +. 
Chain 1s our specialty, not our sideline! 265—HEAVY-DUTY SPIN-CAST rod 
and conventional spinning rod to ac- 
commodate heavier lures and lines to 

ys \ 12 pound test are of medium ection 

: designed for use with heavier than 

TAYLOR Mane S.G. TAYLOR CHAIN CO., INC. ordinary lures such as % ounce and 
Seema te Plants So 509, Hammond, Ind 5s ounce plugs and spoons. Heavier 

= 3505 Smaliman St burgh 1, Pa acting tip provides better casting with 

yr, SINCE 1873 these heavier lures and increased hook 


setting properties.—Flambeau Corpo- 
ration 
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SPORTS NEW PRODUCTS——— SPORTS MERCHANDISING AIDS 





270—“TAILOR - MADE” SNELLED 
HOOK assortments are offered on a 
new display board to stimulate im- 
pulse buying and to promote self 
service by silently recommending a 
suitable hook for a specific species of 
fish. Assortment includes series of 
eight illustrated cards. — Glen L. 
Evans, Ine. 











266—THE “MARINER” MODEL 70 
compass is designed for motor or sail 
and features a crystal-clear, liquid- 
filled lucite dome. Translucent dial is 
calibrated in five degrees and is under- 
lit for night operation. Card bearing 
and pivot provides full 32 degree tilt. 
Has a baked black crackle finish and 
two-way bracket for vertical or hori- 
zontal mounting.—Aqua Products 





267—SPORTSMAN’S LIGHT oper- 
ates off either six-volt battery or 
eight standard cell flashlight batter- 
ies. Called the Safari Lantern, spot- 
light features a 180 degree swivel 
head with three-inch reflector that 
throws an 800-foot beam where you 
want it. Whole unit is lightweight, 





well-balanced and easy to carry. This typical rental customer came in to rent a Clarke rug 

Switch and signal button are located shampoo machine —and she’s going out with a carload of 

on handle for one-hand operation.— merchandise, things she decided to buy once she was in the 

Western Import Co. store. Income from the transaction is a sizable sum and it's 
all directly derived from the Clarke rental department. That 
after all. is what brought her into the store. 





You, too, can reap h andsome profits from er we like this 


bv establishing a C larke floor machine rental d lepartmen 


vour store. 1 he Clarke rental plan offers you a complete line 
of finest machines plus all sorts of merchandising aids to 


increase your store traffic, sales and profits. Write for details 


OP SANDING MACHINE COMPANY 


E. Clay Ave., Muskegon, Michigan 
Authorized Sales come and Service Branches in Principe! Cities 
In Canada: Clarke Sanding Machine Co. (Can.) Litd., 21 Advance Rd., Toronto 18, Ont. 





268—“THE ESKIMO” is a good-look- 
ing, full-cut sleeping bag ideal for 
use in rugged country or as auxiliary 


be . > 
bedding on boats, in cabins or other J 
places. Bag has all-weather canopy \ 
and rubberized bottom. Wide variety " 
of filling material is available includ- & & 
ing Dacron, Celacloud, Down, Rayon ,% ‘ — 


and Tanner’s Wool.—The American Floor Polisher Floor Sander 


Pad & Textile Co. 


Wet-Dry Vacuum Cleoner Floor Edger Rug Shempooe Machine 
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f 
Don’t k 
f cep SPORTS LITERATURE The 
them under am\ 
CORAL KING fishing lines by the / odern 


¢ Sunset Line & Twine Co. are de- 
wraps e scribed in detail in the company’s 
1958, 16-page catalog which includes 

lines for fresh water casting, salt 
water lines, trolling lines, monofila- 
ments, fly lines and miscellaneous 
items such as duck decoy cord, sports- 
man’s, handi-rope and bulk line mea- 
suring machine merchandising units. 

For Details Circle 271 on INQUIRY CARD 











SPINNING AND CASTING reels, 
picturing the 1958 line of Langley 
products are described in three cata- 
log sheets prepared by Langley Cor- 
poration. Included at seven casting 
reel models, seven spinreels and the 


S R E EWAY newest offering, the Cast-Flo Deluxe 
“900,” a closed face reel featuring hex 
drag, thumb control and fast retrieve. 
All Purpose For Details Circle 272 on INQUIRY CARD 
Brooms sell 
themselves | | 
x 4 M —SPORT SHORTS veniitie 
e€ Modern Lin tically 
in f e ew sells itself. The anaes and 
e sive, top-quality features ar 
display carton 7 Morse 135 Bap fprcen 


by your customers. Such fea- 











An estimated $1,150,000,000 will be tures as precision design, 
spent by consumers in the recrea- rugged, all-steel construc- 
tional boating field in 1958, it was tion, big capacities and 

dicted by Howard F. Larson, di- : : 
predicted xd ae ge “s : color-stvled automobile 
rector of sales for Evinrude Motors, ; 

“ finish 
Milwaukee. 

The estimate was based upon a In addition to this, the 
boating market which hit the billion Modern Line is now adver- 
dollar mark at the end of 1957. Boats, tised to over 3 million con- 
motors and trailers accounted for sumers in leading house- 
nore than 600 million in the outboard ; 
more than OUV million a eee hold and gardening mag- 
field alone in 1957, according to Lar- 

: ; ere Page azines 
son. This figure is exclusive of the 
5 . sale of accessories, service, fuel, Get the complete story to- 
» ——— -_ A }) = . . +] - 3 

ast Freeway Push Brooms sell paints, marine hardware and other day on the Modern Line 
fine > c > , 7 + . 
i bemselt es in this brand new related items. " ... the line that’s easier to 
American Push Broom carton that Approximately 700,000 motors will push for profit 7 

e ° . . , . = - 
automatically becomes a display be sold by the outboard industry in 

‘ =o -« + trend i , 

when you open it! You'll make 1958. The most significant trend in THE 


the industry is the continued rise in 


horsepower needed for larger craft MODERN c ie — 


more profits with this new display 
carton. 


, used for cruising and water skiing, I oe 

The Freeway outlasts conventional Larson pointed out. LINE fa 
brooms by three to one. . . sweeps A 
cleaner because Duratex plastic IS THE 4 
fibres actually pick up dust by , a a =~ Ya 

Sit Midge. FAMOUS BRAND NAMES WILL TOP QUALITY {a 
magnetic action ... and Duratex ‘ONTINUE 7 : F name - & 
; : CONTINUE under a change of name 
is impervious to commonly used of parent company. According to LINE ——__ “a Ye. 
petroleum and caustic products. William G. Rector, president of the < 
Order this new Freeway Push True Temper Corporation, the Ameri- 
Broom display carton today! can Tackle and Equipment Company 


has been formed to manufacture, mer- 
chandise and distribute the fishing 
AMERICAN tackle brands of True Temper, Mon- 
tague, Ocean City and Al Foss. It 











yy re PUSH BROOM co. will be operated as a subsidiary of is 
7_ = 114 Fern Street aged ty — John = t oO red | & re | ci ore 
‘ as been named general sales 
Son Francisco - ORdway 3-891 nctervoniay g a 5389 W. 130th St. Cleveland 11, Ohio 
For Details Circle 49 on INQUIRY CARD For Details Circle 50 on INQUIRY CARD 
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SPORTS SHORTS 





PACIFIC SOUTHWEST GOLF DAY 





WHAT'S THE SCORE?—Standing in front of the club- 
house scoreboard are four of the participants in the Third 
Annual Pacific Southwest Hardware Association Golf Day 
and Industrial Stag held recently at the Santa Ana, Calif., 
Country Club. More than 150 retailers and allied industry 
representatives spend the day at golf, discussion periods, 
get-togethers and dinner and award of prizes for the day’s 
athletic contest. The quartet below include, from left, Jack 
Noonan, Noonan Hardware, Santa Monica, Calif.; Loren 
Pedrick, Pedrick Hardware, Phoenix, Ariz.; Bob Callahan, 
Callahan Hardware, Los Angeles; and Glenn Cornwell, 
Cornwell & Kelty, Glendate, Calif. 


BASCO Selects Western Rep. 


SAN FRANCISCO—W. E. Van Tassel & Company has 
been selected West Coast representative for the Boston 
Athletic Shoe Company. Van Tassel will represent Basco’s 
line of ice skates, roller skates, f baseball and 
bowling shoes. 


ootball, 





NEW ENSIGNIA (left) adapted by the Plastic Pipe Re- 
search Council of the Society of the Plastics Industry as a 
means of identifying plastic pipe for transmission of 
drinking water when used in connection with the National! 
Sanitation Foundation Seal of Approval (right). 


JANUARY 1958 





Multiply 
your rental 
prospects 





Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
.. greatly increases rental possibilities. The JW12 rents for 


@ Floor polishing, waxing, buffing, scrubbing, steel weeling 
@ Rug and Carpet shampooing 


All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 
seats, gives floors, rugs and carpets 
air of professional care. For full story 
on this easy-to-rent Holt JW12, mail 
coupon now. 

SALES AND SERVICE CENTERS IN MAJOR CITIES. 


) To 





Attachment for adjusting 
brush to deep pile 
of rugs and carpets. 


30 





HOLT MFG. CO., Dept. K-1 
669 - 20th St., Oakland 12, Calif., or 272 Bodger Ave., Nework 8, N. J. 


Please send me details on Holt JW12 for rental use. 


NAME POSITION 





a 





ADDRESS. ao 
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MODEL 57 “Weed Stopper” 


Best Selling FENCER! 


Clips weeds on contact 


* Ends nuisance shorts 
2-Lamp signal system 
* Guaranteed lightning protection 
* “Saf-Tee” Chopper with circuit 
breaker 
* 1-Wire, any-soil stock control 
* 2-Tone finish, sheltered terminals 
e 


6 Models, battery or electric, from 
$13.95 





ASK YOUR JOBBER FOR A HOL-DEM 
WEED CLIPPING DEMONSTRATION, 
OR WRITE US FOR HIS NAME. 

















Hol-Dem Electric Fencer Co. 
1344 Quincy Street N. E. 


Minneapolis 13, Minn. 
For Details Circle 52 on INQUIRY CARD 


perfect target for 
PROFITS... 


SANDVIK 
BOW SAWS 


World’s 
Largest 
Seller! 


DIR cance 


Saw & Too! Division 


1702 Nevins Road, Fair Lawn, N. J 





For Details Circle 53 on INQUIRY CARD 
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HYDRANTS 


ASSURE uninterrupted outdoor 
water service the year around. Ideal 
for homes, farms, tourist courts, 
trailer parks, golf courses, factories 
and cottages. The shutoff valve is 
below the frost line. All brass and 
copper. Valve assembly removable. 


Write for Bulletin 1001 


order from your jobber 








STRATAFLO PRODUCTS, INC. 


Fort Wayne, Indiana 


PICTURE 
HANGERS 


and Eyelets 


NOTICE TO TRADE 


New Letters Patent have been issued by US. Potent 
Office on the new Jiffy Picture Hanger October 8 1957. 
This is to notify the trade thot our new Jiffy Picture 
Hanger is fully protected by patents and onmyone copy- 
ing same will be liable for potent infringement 
PATENTED 
U.S. Patent Office Nos. 2,647.71! pkg. of 
ond 2.609.001. Belgium Patent 558 - é jn 19¢ 


219. Other U.S. and Foreign Pot- 
ents Pending 
Booth 522, National Housewares Show 
Navy Pier, Chicago 


146-148-150 N. 13th 
JIFFY ENTERPRISES, INC. '$¢-"49-150 N. 234 


Conedion Dist. FIRECO SALES LTD., 33 Rocine Ré., Rexdsie, Ont. 
For Details Circle 332 on INQUIRY CARD 





















A real help 
for salespeople 


CHINA & GLASS 


By H. 9. Wilson 


This 56-page booklet reveals sales and merchandising 
ideas for all types of dinnerware, glassware and table 
accessories. It also gives the historical background, man- 
ufacturing methods and window and in-store display 
ideas. j 
Get this excellent sales aid, today. Send 25 cents for 
each booklet to .. . 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street San Francisco 3, Calif. 











For Details Circle 56 on INQUIRY CARD 
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the most 
successfully promoted 


products 
in the world.... 


MOULI 


KITCHEN 
HELPERS 


ROTARY GRATER 


Safest grater of them all! And 
it grates anything from “soup 












Over a Tntlion 
Sold Every 


Year { 


to nuts” in a fraction of the 
time by other old fashioned 
methods. Grater drum quickly 
removable for thorough clean- 
ing. Let folks know you have 
MOULI ... Display ‘em and 
watch ‘em go! 


MOULI Manufacturing Corporation 
91 Broadway — Jersey City 6, N. J. 
Phone: HEnderson 5-7267 

For Details Circle 55 on INQUIRY CARD 






Listo makes a 
clear, bold mark 
on everything 
you sell or service 
.-. even glass, 
plastic, 
cellophane. 
Refills in black, 
red, blue, 
green, yellow, 
white. 


Ask your wholesoler or write 


LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
For Details Circle 57 on INQUIRY CARD 









AGENTS WANTED 


VENTILATING HOODS AND FANS 

FOR KITCHEN AND BATHROOM 
MFRER. wants reps calling on one or 
more of following. Hardware whole- 
salers. Hardware contractor-dealers. 
Lumber yards. Bldg. supply dealers. 
Electrical wholesalers. Sheet metal 
wholesalers. Sheet metal contractors. 
Appliance distributors. Dept. stores. 
CAL VENT MFG. CO., 1030 Gerhart 
Ave., Los Angeles 22, Calif. 





LINES WANTED 
Manufacturers representative wants 
lines of quality to place with Hard- 
ware and Automotive jobbing ac- 
counts in Washington, Oregon, Idaho, 
Montana, Alaska and British Colum- 
bia B. C. Address Box A-904, care 
Hardware World, 1355 Market St., 
San Francisco 3, Calif. 


LINES WANTED IN NORTHWEST 
Representative going on 14 years of 
selling hardware and housewares 
lines in the Pacific Northwest would 
like at least one more line to offer 
to the trade, either housewares, gen- 
eral hardware, or electrical house- 
wares. Address Box A-906, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


FOR SALE 
Hardware-General, Sporting Goods in 
Boise Valley. Clean stock. Health 
reason for selling. Address Box A-907, 
eare HARDWARE WORLD, 1355 
Market St., San Francisco 3, Calif. 








Announcements in this section are inserted at the -ate of ten 
cents per word, including address or box aumber, with a miaimam 
charge of $2.00 per issue, payable in advance. Send copy te 1355 
Market Street, San Francisco 3, California. 





NITIES 


STORE IMPROVEMENT KIT... 


for those who are planning to change 
their layout, expand, modernize, or to 
go into a new location. Kit contains 
a large graph sheet and scaled models, 
representing table and wall fixtures, 
along with many ideas and complete 
instructions. Our readers may pro- 
cure this valuable kit for one dollar. 
Send order or check today. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 





BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each, HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 








ELECTRICAL CONTRACTORS, 
SE. N. Y. Well estab. Erects 
poles & elect. wiring, etc. Con- 
tracts w/util. & Gov’t. Office mo- 
bile, travels w/crew and equpt. 
Equpt. extens. Mkt. value— 
$94,500.00. Ask $125,000.09. Write 
B-42926. 


HARDWARE & DEPARTMENT 
STORE. CENT. N. C. Well estab. 
bus. in beautiful mdrn. bldg. new 
indust city. Equpt. & fixt. XInt. 
cond. Ask $38,500.00. Write 
B-9708. 


HARDWARE, PAINT, AIR CON- 
DITIONERS—S. La. Val. franch. 
Boom indus-res. area. Gd loc. Lo 
rent. Hi net. Ask $10,000—terms. 
Write B-9678. 


PAINT SHOP, S. CALIF. Well 
est. Carries drapes & wl-paper. 
Gd following, Equpt. & prpty. gd. 
cond. Ask $7,250.00. Write B-2450. 
BUSINESS MART OF AMERICA, 
5723 Melrose Ave. L. A. 38, Calif. 











Where's The Number? 
Due to mechanical limitations the 
INQUIRY NUMBER is sometimes 
omitted at the bottom of an ad. To 
find the inquiry number check the 
INDEX TO ADVERTISERS on 
Page 66 of this issue. 


CIRCLE THE NUMBER 
WE DO THE REST 














REMCO ... Bakelite Furniture Rests and Caster Cups 












Drive on Type 
Sizes 1” 
1x", 2” 

















PINTLE TYPE—Sizes 1'/2”, 
Ask your job 





82 


Cushion Rest 
Drive on type 
Sizes: 2”, 234” 








REMCO 

Furniture Rests — 
are made ‘page omoeg . 
tite, plastic. Live 238 


vibration 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
tle tyoes equipped 
with 3,” universal 
meck socketss 


REMCO 
Caster Cups > 


are of large diameter, shatterproof, ma- 
hogany in color. hey help save car- 
pets, rugs, floors from being depressed 
by heavy casters, ete 


2” 8 
ber or write—ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Makers of World Famous 
DOMES of SILENCE 
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FLOOR CONDITIONER 


= Tele 
ye ’ 
ee" ae 


ce glk 126 
re: apr 





(Suggested retail price, tax included) 
complete with 2 Polishing Brushes 


@@ee@e@000@0e6e0e0086 @eeeee0068080 
Cparkling 
P WITH NEW FEATURES 


New motor—runs faster, runs cooler than 
any in competing machines. 

New exclusive styling— with baked silver 
gray finish. 


ADDITIONAL 

EASY-TO-MAKE 

PROFITS 

IN THESE 

RELATED 
ITEMS 


New light weight — less weight to carry, with 
equal durability and “abuse-ability.” 


New brush lock — simpler and surer. 





New lower price— made possible by omit- 
ting extra brushes. 


(extra brushes available, of course ) 


Other salesworthy features include handle that locks 

ek cok ask sane aan cae De Luxe Model FP-33A. Same improved machine, but with 

holder 2 polishing brushes and 2 scrubbing brushes and 2 felt 
pads. $59.95 suggested retail. 

Rug Cleaning Attachment. Simple. rugged, snaps easily into 
place on FP-33 or FP-33A. Complete with two vinyl 
brushes. $19.96 suggested retail. 

Floor Reconditioning Kit. 6 coarse, 6 medium sandpaper 
discs, 2 holders, 4 steel wool pads, wrench. $10.96 sug- 
gested retail. 


Counter-rotating brushes polish full 12-inch swath. 





No change in profitable discount 
schedule. Order from your jobber today. 











Brushes. Polishing brushes $4.75 pair. scrubbing brushes 
$4.75 pair, felt pads $.80 pair. 


Red Devil Tools. 


UNION, NEW JERSEY, U. S. A. 
For Details Circle 59 on INQUIRY CARD 












” LITTLE BROWN. 
§ JUGS ond CHESTS 
















Riding the popularity wave of outdoor living. 
sales of outing jugs and ice chests are skyrocketing 

. up 10% in the past three years. To get your 
share of this high profit business, feature Little 
Brown. No other line of jugs and chests offers 


better consumer value... bigger sales opportunities. 


LITTLE BROWN JUGS e@ Smart styling with modern, two- 
toned baked enamel finish @e Rugged, two-piece deep-drawn 
steel construction @ Easy-to-clean, white vitreous porcelain 


interior @ All popular sizes . . . spout or faucet models. 


ALSO STAINLESS STEEL MARINE MODELS 


LITTLE BROWN CHESTS e@ Sculptured, two-toned styling @ 
Rust-proof, hot-dipped galvanized interior @ Slip-in ice 
tray. opener and ice pick @ Outside drain, “Can't Lose” cap 
@ Extra-thick insulation e 4 sizes hold up to 85 lbs. of ice. 


NOW IN ALUMINUM, TOO! 


YOUR CUSTOMERS ARE PRE-SOLD BY COLORFUL ADS IN: 


Boats Saturday Evening Post 

Farm Journal Sports Afield 

Field & Stream Sports Afield Boating Annual 

Motor Boating Sports Illustrated 

Outdoor Life Sunset ASK YOUR JOBBER 
Rudder Yachting ABOUT SPECIAL 


DISPLAY RACKS 


Also, FR EE newspa er 
mats, env elope sais 
HEMP AND COMPANY, trial to put more “ell 
7 MACOMB, ILLINOIS terial to put more “sell” 

in your own promotion. 


A DIVISION OF THE AMERICAN THERMOS PRODUCTS COMPANY __ orpersrom your soneer 


Mr. Buyer— 
Little Brown Jugs & Chests are now being manufactured and shipped from our New Anaheim plant. 
For Details Circle 60 on INQUIRY CARD 





